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The Quill Way and The Quick Method 


Of course you don’t use a quill pen. But—do you still 
use quill pen methods? The old way of ‘“‘figgering’’ 
interest and the new method of computing with the 
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Meilicke Timed Calculator 
is the difference between slowness and speed—time wast- 
ing and efficiency—errors and mechanical accuracy. 





The Meilicke has proven to hundreds of banks and mer- 
cantile institutions that it does save money. 


It saves by computing instantly The effect upon your customers of 
mechanically correct interest computa- 
tion, is to clinch their confidence in your 
bank and your methods. The welfare of 


the time and interest on any note. 


It saves by conserving the valu- your bank depends upon the confidence 
3 é ? of your customers. 
able time of highly trained em- 
The Meilicke Insures Confidence 
ployees. 


It saves by insuring positive ac- Meilicke Calculator Company 


¢ ¥ Makers of Time and Money -Saving’ Efficiency Devices 
curacy in the collection of interest. —_4352 North Clark Street Chicago Illinois 
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L < Meilicke Says “A PROBLEM ONCE SOLVED CORRECTLY IS ALWAYS SOLVED” > | 
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Made for the Machine 


Forethought in the paper mill saves 


trouble in your machine bookkeeping 
department. 


Economic Ledger is made with its 
ultimate functions always in mind. 


It works fast and sure in the machine. 
It stands up well, despite constant use, 
and is free from the curling habit. 
It takes a perfect impression. It 
erases clean, and has a slightly dull 


surface which is restful to the operator’ s 
eyes. 


Any stationer or printer can supply 
Economic Ledger in your printed 
forms. The name of the paper and 
the maker’s trade-mark are water- 
marked into the sheet. 


Send for free test sheets 


CrockeR-McEtwain ComPANy 
Holyoke, Mass. 
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N that “darkest 
hour,” just before 
the first gray 
streaks of dawn 

appear,—when the 

> consciousness of 

4 even the most alert is 

dulled — then the bank 

robber plies his sinister craft. 


Speedy work is needed. Another 
hour will bring the first rays of 
the coming day, and that inquisi- 
tive policeman may decide to peer 
inquiringly through a window. 
“Well,safe deposit boxes are easy, 
anyway,” muses the cracksman 
as he deftly applies his cold 
chisel toa lock .... 


Right there’s our point — in 
ninety per cent of the successful 
robberies of safe deposit boxes, 
entrance has been gained by 
punching out the locks, or sledg- 


THE LOCK BEHIND THE LOCK 








SECTION 





ing in the doors. In September, 
1920, yeggmen entered a Wiscon- 
sin bank and stripped the boxes 
completely, netting in excess of 
$30,000. The boxes were opened 
in the usual way. 





Such methods are useless when 
tried on Invincible Safe Deposit 
Boxes. A heavy bar of steel, 
"x14", backs up the lock and 
becomes in effect a barricade 
against forcible entrance. 
patented “LOCK BEHIND THE 
LOCK” is an exclusive feature of 
Invincible Safe Deposit Boxes. 


Finish the story your own way 
—are your safe deposit boxes 
proof against the attacks of ma- 
rauders? The integrity of the 


while the city sleeps— 


| 
| 
| 
| 





This | 








personnel of your bank is no more 
important than the integrity of 
your safe deposit equipment. 
Sectional construction is univer- 
sally accepted as good engineering 
practise. And combined with 
absolute security the substantial 
appearancelInvincibleSafe Deposit 
Boxes make for safety, depend- 
ability and higher earning power. 


INVINCIBLE METAL 
FURNITURE CO. 


Manitowoc, Wis. 


The Safe Deposit Department 
isthe only department of the bank 
that yields an actual cash revenue 
on its equipment. The yearly re- 
turn on an installation of 30 Invin- 
cible Safe Deposit Boxes amounts 
to approximately 43%, and in a 
little more than two years, the 
installation will have completely 
paid for itself. 
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A Few Tricks of the Forger’s Trade By George H. King ; . 5 
An Insight into the Work of Crooks who Cost America $20,000,000 


a Year; Some Precautions for the Banker 
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So! Here Is Glorious Winter! By Fred Copeland 
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The Bank at the Workingman’s Elbow By I. I. Sperling 


How a Payroll Savings Plan can be Sold to Get Real Co-operation of 
the Workers and of the Industries 
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When Business Backed Rural Credit By Andrew S. Wing ; : 


The Story of Marc W. Cole and His Farmers Fund, Inc., and Why th 
Banks of New York State are Co-operating 





Importance of an Advertising Plan By T. D. MacGregor \ ‘ 


Most Successful Bank Campaigns are Thoroughly Worked Out in 
Advance; Other Timely Publicity Suggestions 


A Bank that Collects the Gas Bill 


A Busy “Public Service Window’’ where Customers Settle for Their 
Gas, Ice, Coal, Taxes, Lodge Dues, Charities 










Your Telephone: Asset or Liability? By W. M. Jackson 


Rules Made by a New York Concern Reduce Losses that Mark the 
Difference Between Courtesy and Discourtesy 


Letters that Pulled 380 Accounts By J. Vincent Corrigan 





COPYRIGHT. 1921 BY THE BURROUGHS ADDING MACHINE COMPANY FUBLISHED MONTHLY IN DETROIT. MICH, 
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“The House of Quality” 


“Yes, from the First National! They always do 
everything so nicely” 

Business will ever be tinged with the warm influence of friendship and good 
will. So long as there remain two firms with whom one may deal, patronage 
will inevitably turn to that one of whom it has the most pleasant recollection. 

The creed of Remembrance Advertising is quite basic—-and human. To 
achieve the close confident touch of friendship with your customers, you must 
give them a little glimpse of your heart. You must occasionally forget selfish 
selling effort, and tell them in a generous unmistakable way, at opportune times, 
how vital you consider their patronage to your success. 

Through more than a score of years it has been Brown & Bigelow’s privilege to quicken 
friendliness and make of it a vital force in business. With Art Calendars of unusual beauty and 
merit—with rich Mission Leather desk and pocket specialties—with convenient utilities in Metal, 
Celluloid and Cloth,they provide a welcome means of expressing appreciation. Through one 


hundred and fifty capable representatives they serve a host of appreciative clients whose customers 
say warmly of them, “They do everything so nicely.” 


“Remembrance Advertising,” a helpful booklet relating actual incidents of the power of friend- 
liness in business, sent free upon request. 


Brown & Bigelow — Quality Park — Saint Paul ~ Minnesota 


SAULT STE. MARIE, ONTARIO 
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A Few Tricks of the Forger’s Trade 





In the banking world, 
a strict identification by 

some responsible person is 
really the best safeguard 


HE prob 

lem of pro- 
tection against 
dishonesty has 
been a serious one with the banker 
ever since the science of banking was 
invented. What a great change would 
come over the banking world if the 
two dreaded troubles, fire and dis- 
honesty, could be overcome. Imagine, 
if you can, the ease and peace of 
mind that would come to the banker 
and all his associates if he did not 
have to construct those massive 
chrome-steel vaults and safes for the 
purpose of protection against loss 
from the two aforesaid evils. Imagine 
the relief to the tired teller if he 
could just leave his cash in his cage 
at night and know that it would 
not be disturbed before he was ready 
to resume business the next day, and 
to know that some forged or other- 
wise fraudulent check had not been 
paid by him, and that if some one had 
been overpaid in the regular course of 
business the amount would be re- 
turned as soon as the error was dis- 
covered. But there is no use dream- 
ing about such things so long as human 
nature and the elements continue in 
their present state, so it is just as well 
to provide the best protection against 
these evils and then go ahead. 

It is a case where the banker and 
bank tellers are matching their wits 
against the wits ana cunning of the 
world of crooks, such as_ sneak 
thieves, burglars, embezzlers and forg- 
ers. With the burglar, the banker 
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An Insight into the Work of Crooks who Cost America 
$30,000,000 a Year; Some Precautions for the Banker was estimated 


By GEORGE H. KING 


Examiner of Questioned Handwriting, 
Denver National Bank, 
Denver, Colo. 


has much the best of the argument 
if he wishes to spend the required 
amount to install the best modern 
equipment which almost defies any 
attack in a given length of time. In- 
surance minimizes the terrors against 
these various troubles, but there is 
much pride in the average banker 
and bank teller which is sure to keep 
him alert as he does not wish to be 
“stung” in this way even if he is 
covered by insurance. 

In the forger we have all degrees of 
cunning —the one who makes no 
attempt at simulating a signature; 
the one who writes and signs a check 
with the name of a person who he 
knows has a bank account that is 
probably good for more than the 
amount mentioned, trusting to luck 
to get away with it; and the expert 
worker who produces a document that 
will well nigh defy detection even if 
the instrument is questioned. The 
latter instruments may be bolstered 
up by the presence of other fraudulent 
papers prepared for the occasion. 
Other crooks lay their best plans for 
the presentation of their forged paper, 
often appearing at the teller's window 
during rush hours when they know 
there is little time to question or 
make comparisons. 


Only a few 
years back it 


by the authori- 
ties that the annual loss by forgery 
in the United States would slightly 
exceed $15,000,000. In the past two 
years there has been a wave of 
crime including an ‘epidemic of for- 
gery which has dwarfed that amount. 
Recently one of the New York papers 
published an article in which it esti- 
mated the loss from forgery in one 
form or other as being $30,000,000 
annually. 

One who becomes acquainted with 
and is known to be interested in these 
matters, rarely enters a financial insti- 
tution without being shown “‘confi- 
dentially the last experience the 
institution has had. The victim 
sometimes refers to its stock of forged 
checks or other instruments as being 
“a pile so thick.”’ 

The agency looking after these 
affairs for the American Bankers 
Association usually reports about 200 
suspects awaiting trial at any given 
time with an average of one arrest a 
day. This by no means represents 
the total number of offenses, for only 
a small percentage of the culprits are 
ever apprehended. It is too often 
the policy of banks and others sus- 
taining losses of this nature to settle 
the matter without prosecution if by 
so doing they are reimbursed. Many 
a crime has been committed by one 
who was counting really on some of 
his friends or relatives fixing the 








Plate 1. 


two writings by the same person under normal 
mental and physical conditions 


affair up rather than face exposure. 
Others are willing to take a chance of 
being convicted, knowing that only a 
small percentage of such offenders 
ever see the inside of a prison wall. A 
more severe attitude against these 
offenders by their victims and officers 
of the law might reduce the present 
high mark of crime materially. 

The question of how to prevent 
even the attempt at forgery still 
remains open. Forgery takes on sev- 
eral different angles which must be 
met by as many different methods. 

Just now the most advertised de- 
partment is that conducted by the 
companies offering check protection 
and check-writing machines. There 
are so many of them offered it is 
difficult to determine which is best. 
In all cases where monetary instru- 
ments are drawn, great care should 
be used by the drawer, not only to 
prevent fraud, but to prevent putting 
temptation in the way of the weak 
or dishonestly inclined. The use of 
good stationery, good ink, and well 
cared for machines, where they are 
used, will be effective. 

In the banking world, a strict iden- 
tification by some responsible person 
is really the best safeguard. Written 
identification comes too often from 
the same source as the forged instru- 
ment. 

As a rule, banks are not losers of 
the largest individual sums, owing 
to their everlasting vigilance, but 
what they escape in size they make 
up in the multiplicity of small losses. 





Plate 2. Three signatures produced by the tracing 
process 


Illustrating the wide divergencies that may occur in 


Forged claims against estates, 
and wills disposing of them 
usually call for the greater sums. 
It is only occasionally we hear 
of losses in the loan and dis- 
count departments of banks. 
A better opportunity is given 
to look up and examine notes 
and their collateral than in other 
departments. 

The great majority of checks drawn 
by individuals on banks are drawn 
in a handwriting that is firm and 
shows a fixed purpose of the writer in 
its execution. Persons having bank 
accounts and drawing 
checks do so with the 
freedom of movement 
which is unknown to 
the amateur forger or 
the drawer of fictitious 
checks. Those who see 
the work and illustra- 
tions of this class will 
readily notice the 
wandering habit of the 
pen where it is shifted 
by fits and jerks with 
many unnatural angles 
and a woeful disregard 
for the base line. The 
whole makeup points 
to the production as 
being bad. 

When checks are “——— - 
drawn on blanks where _ Plate 3. 
alterations have been 
made to the supposed 
case, it is well to look up their source, 
as people only give checks so changed 
when an emergency has arisen. It is 
one point against a check if it is 
drawn on a different blank than the 
regular one used by the signer. 

Some member of the forger’s fra- 
ternity, thinking he wili make a better 
appearing check than is the custom, 
will buy a font of rubber type, steal 
a check book somewhere, and proceed 
to draw, as he presumes, a real busi- 
nesslike looking check. Invariably 
these checks are fraudulent and should 
be turned down on_ presentation. 
Whoever heard of a business house 
who set up a form in rubber type to 
fill in the name of the payee, the 
amount and the firm’s name, just to 
draw a check? Yet such checks are 
not at all uncommon, and as a rule 
appear in numbers rather than singly. 

The fellow who does a better job 
is the one who has his checks printed, 
or perhaps lithographed, and then 
fills them in with a check-writer or 
typewriter, leaving only a_ forged 
signature to supply. This is probably 
the most dangerous kind of checks that 


flourish and dash 


THE BURROUGHS 


appear, for they are usually copied 
from some well-known local firm 
whose checks are known and are 
cashed everywhere in the locality 
without much identification. 

When customers are asked for their 
signatures to be kept on file at the 
time they open accounts at a bank, 
they usually give the finest and most 
carefully made specimens they are 
able to produce. Then they go out 
and draw checks in the most careless 
manner and under any and all condi- 
tions and with anything that will 
write. The pictorial effect of such 
productions would 
give a signature any- 
thing but a genuine 
appearance. 

As an illustration 
of what occurs when 
one tries to write with 
an unsuitable pen, look 
at Platel. This plate 
also illustrates what 
wide divergencies may 
occur in two writings 
by the same _ person 
under normal mental 
and physical con- 
ditions. In this case 
the lower signature is 
the customary or nor- 
mal signature. The 


. --* upper one was given 
Notable failures—a few 
samples of the average forger's attempt 
to produce a signature with freedom, 


the strange and un- 
natural look because 
of a pen wholly un- 
suitable to the writer, who on this 
account not only abbreviated the 
name but also the lines, and made 
numerous pauses which were not 
habitual, but were made necessary on 
account of the sharp points and un- 
usual flexibility of an old pen. But 
for some of the characteristic shading 
habits of the writer it would have been 
hard to pronounce this abbreviated 
signature a genuine one. Forged 
signatures by even a layman at the 
business would have been more nearly 
like the genuine in pictorial effect and 
letter form in its entirety than Mr. 
Lake's production of this unusual 
specimen. The fact that it varied so 
widely from normal signatures was 
almost’ enough to guarantee its 
genuineness. 

The use of a stub pen will often give 
a bad appearance to a writing when 
the writer is not used to that style. 
Such writings require an analysis of 
the writing habits to determine 
whether or not a certain production is 
genuine. 

Years ago the writer had an expe- 
rience that was unique and is worthy 
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CLEARING HOUSE 


of relating. A customer of a bank 
reccived a notice from it stating that a 
check which she had deposited had 
been returned from the trust company 
on which it was drawn, with the no- 
tation “No account.’ The drawer 
happened to be a personal friend of 
the payee, and she turned the notice 
over to her with the request that she 
straighten the matter out. The 
drawer presented the notice saying: 
‘| understand that the trust company 
has returned my check on them un- 
paid. I intend to make it hot for 
them, for I have several hundred 
dollars on deposit there over and 
above the amount of 
this check. Will you 
please let me see it?” 
The check in question 
was produced, and after 
gazing at it for a few 


oR 
moments she said: = far 


“Well, what do you 





in all three cases. These facts 
are proof conclusive of forgery 
by the tracing method. For an 
illustration of a case in court, it 
is obviously desirable to get 
hold of the genuine signature 
from which the tracings were 
made. However, this is not 
always possible. Having been 
in the hands of the forger once, 
the genuine may be destroyed or not 
produced as an exhibit. In addition 
to the uniformity of size, signatures 


.produced by this method will usually 


be lacking in the proper shading and 
pen expression. In the case above 
shown, the writer was 
a person who did not 
sign his name very 
often, and when he did 
write his signature it 
showed considerable 
effort, with varied 
results both as to size 





think of that! I have 
signed my maiden 
name and I have been 


married forovertwenty ¢ : 


years. The trust 

company was not Py 

molested. Gh oig» : 
Plate 2 illustrates 


three signatures which 
were produced by the 
tracing process. Pho- 
tographed under a 
glasson which are ruled 
squares, it is readily 
seen that all three signatures occupy 
exactly the same relative positions 
as to the base line, and that each 
letter and space is of the identical 
size and shape individually and 
taken as a whole. The first stroke of 
the capital letter ““R™ begins in upper 
central portion of square C-2, as do 
each of the other two. The unusual 
letter “‘c,”’ made in the form of a capi- 
tal letter, occupies squares and por- 
tions of squares that are the same in 
all three cases. The stem of this letter 
returns to within a pen-point breadth 
of lines “E,” ““L™ and “R,”’ and within 
the same distance to the succeeding 
letter “h.’ The error in producing 
the letter ‘‘r,”’ or the extra long termi- 
nal to the letter “a,” is copied faith- 
fully in all three productions. The 
letter “‘d’’ ends in the same relative 
positions in squares “E,” “L” and 
“R"-13. The stem for the capital 
letter “P” has for its starting place 
the upper right-hand portion of 
squares ““C,"’ “J” and “P’’-15. The 
Signature finally ends in squares ‘*E,” 
“L” and “R'’-20, which is exactly 
the same distance from the beginning 
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Plate4. The so-called copying method, 
producing as nearly as possible a true 
likeness of the original. Only one of 


of the whole signature 
and the relative posi- 
tion of the letters used. 

In Plate 3 we have 
a few samples of the 
average forger's at- 
tempt to produce a 
signature with the free- 
dom, flourish and dash 
that characterize so 
many signatures of 
business men. What 
hopeless failures they 
are. Their very angles 
and pauses seem to be indicative of 
the shambling, hesitating, uncertain 
nature of the crooks who produced 
them. 

Where signatures have been skil- 
fully forged it is possible to detect 
and prove their spuriousness by points 
wherein they differ fundamentally 
from the genuine, but it is not always 
possible to determine who the author 
of a forged signature is from the hand- 
writing alone. 

While typewriters are frequently 
used in connection with the produc- 
tion of fraudulent documents, their 
use is So common that it is not notice- 
able that a check or draft has been 
drawn by this method even if it is not 
the custom of a person to draw checks 
in this way. Even at best it is not 
an ideal way to draw a monetary 
obligation, because of the ease with 
which erasures and additions may be 
made, and which are not so readily 
detected on account of the similarity 
of type on different makes of ma- 
chines. The typewriter ink, moreover, 
does not run or spread over an erasure 
as do writing fluids. 
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Plate 5. A case where a check-writer, ordinarily a safeguard 
against crooked work, was used to raise a check 


In Plate 4 we have a fairly good 
illustration of the average forgery 
where it is usually meant to deceive. 
It is produced by the so-called copy- 
ing method, and where the lines are 
produced by the drawing process, the 
pen being drawn over the paper, pro- 
ducing as nearly as possible a true 
likeness of the original from which 
it is copied. 

Nos. 1, 2, 3 and 5 are genuine, and 
No. 4 the forged. Observe the line 
quality throughout the whole produc- 
tion of this signature. Observe the 
piece of patchwork on the terminal 
of the letter ‘‘n”’ in the first work, the 
different angle at which the pen was 
held as shown by the shading in the 
letters ‘‘e’’. The final “‘e” in the last 
word is without the characteristic 
sharp hook at its end which is so 
noticeable in each of the genuine 
signatures. These genuine signatures 
are shown for the sake of comparison. 
The signatures above and below the 
forgery were to checks given and 
signed on the same day as the “bad 
one,’ as the person producing it after- 
ward termed it. The paper was also 
commented on as being “awfully 
poor.” 

Plate 5 illustrates a case where a 
check-writer, ordinarily a safeguard 
against crooked work, was used to 
raise a check. The check from which 
this cut was taken was originally 
drawn with pen and ink for a small 
amount. The crook into whose hands 
it fell, erased the written amount as 
best he could, and then by the use of 
the check-writer, heavily inked, wrote 

(Continued on page 26) 
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Plate 6. Here we have four different type of characters 
taken from two standard makes of machines 
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“Catching Em Young’ =and Holding Em 


An Evanston Institution that has Capitalized on Baby 
Accounts by Consistent Treatment Through the Years 





OU'RE do- 

ing fine, 
Oliver,” said F. 
J. Scheiden- 
helm, president 
of the State 
Bank & Trust 
Company, 
Evanston, IIl., 
looking at the 
savings book of 
eight - year-old 
Oliver R. Aspe- 
gren, Jr., which showed a balance of 
$58 to his credit. 

Pocketing his bank book,. Oliver 
joined his little pal whose respect had 
mounted skyward as he watched him 
(Oliver) make out his own deposit 
ticket at the center desk; take his 
place in line at the teller's window; 
exchange a friendly word with the 
teller while his deposit was being en- 
tered; then, without feeling the least 
bit afraid, show the president how 
much money he had to his credit. 

It is perhaps unnecessary to 
explain that Oliver was one of 
the original “baby accounts” of 
the Evanston bank. The baby 
account idea is not new, you ll 
say. True. Hundreds of banks 
have started baby accounts, 
but how many have really 
developed them into a worth- 
while department of the busi- 
ness? ‘Too many that started 
have stopped. They “‘played 
around” with the idea as a 
sort of hobby for a few months 
and then abandoned it, because 
it didn’t grow for want of the 
attention that it requires. 

This Evanston bank looked 
at it differently and went at it 
conscientiously. The bank has 
given the baby account careful 
and attentive nursing for many 
years and is now in a position 
to pronounce it good. It isa 
lusty, going concern of which 
the institution is proud and 
the story of how it is made to 
go and grow is interesting. 

The State Bank & Trust 
Company didn't claim origi- 
nality when it adopted the baby 
account many years ago. At 
the time, however, the bank 
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As cartooned by the Chicago 
Examiner years ago 









By M. E. CHASE 


received front page publicity in New 
York, Chicago and other metropoli- 
tan dailies. A St. Louis paper used it 


for a full page Sunday “feature.” 


Hundreds of banks in the United 
States and Canada wrote for details. 
There is an additional reason, then, 
for writing this now. Some of the 
banks that inquired at the start may 
be interested in knowing that the 
finish is not yet-—that the department 
is still alive and going strong. 

Now let us tell you how Oliver hap- 
pened to get on such easy terms with 
his bank: 

Eight years ago in December the 
advertising manager of the State 
Bank of Evanston (the name has been 
changed since) read in the Evanston 
Daily News that Oliver had made his 
arrival at the Aspegren home. Being 
always on the alert for new business, 
the bank lost no time in getting an 
attractive baby record, a signature 
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He is not afraid of the president 





card and the following letter in the 
mails: 
“Dear Mr. and Mrs. Aspegren: 

“We wish to convey to you our 
congratulations upon the recent 
arrival of a son into your home and 
to present, with our compliments, 
the enclosed Baby Record and a 
deposit of $1 in a savings account 
in his name. 

“As bankers, we feel this new resi- 
dent of Evanston should not be long 
without a growing bank account with 
which to finance the big plans you are 
making for his future. By starting 
now, a small amount saved every 
month will go a long way toward 
educating him along the lines in 
which he shows most talent. 

‘Upon receipt of the enclosed card, 
signed with the name of the child by 
either parent as trustee, the STATE 
BANK OF EVANSTON” WILL 
MAKE THE FIRST DEPOSIT OF 
$1 IN SUCH AN ACCOUNT and 
forward you a bank book showing the 

credit. 
“Looking forward to many calls 
from you, and with best wishes for 
the health and prosperity of the 
young man, we remain, 
Cordially yours, 
President.” 
Mr. and Mrs. Aspegren felt 
about as the bank did regard- 
ing Oliver's future, for they 
signed the signature card and 
sent it in withacheck for $10. 

On December 11, 1913, the 
bank opened a savings account 
No. 23130 in the name of Mas- 
ter Oliver Richard Aspegren, 
Jr., showing $1 deposited with 
the compliments of the bank, 
to which was added the $10 
received from his folks. So 
Oliver was prospering before 
he was a week old. 

Like many other savers, the 
young man took little interest 
in his account at first — but his 
folks kept it growing for him. 
However, for some time now 
Oliver has done his own bank- 
ing. The fact is, he insists 
upon it since a neat $50 was 
taken out of his account for a 
Liberty bond. This setback 
made his world look pretty 
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dar for a while, for you see he doesn't 
vet wuite fathom this investment stuff. 
' Ordinarily a well-managed bank 
such as ‘the oldest and largest on the 
North Shore” wouldn't show the bank 
book of a customer, but this once it 
breaks the rule. 

This little stunt the bank feels is 
proving as successful as any adver- 
tising ithaseverdone. It has ‘most a 
thousandother “Olivers” and **Marys” 
whose accounts are coming along 
better than many belonging to 
grown folks. Besides, it has been 
the means of getting business 
from the fathers and mothers. 
Almost always the bank receives 
a cordial acknowledgment and 
an additional deposit. 

Sometimes when parents 
have other banking affiliations 
and do not at once accept the 
offer, at a later date substan- 
tial business is realized. 

So each letter makes a friend. 

Shortly after this campaign 
was begun, a member of the 
Women’s Club called to learn 
just how it worked. She had 
heard it being discussed among 
some mothers and went on to say the 
idea fitted in so well with their child 
welfare program that she'd like to 
make mention of it at their meeting 
that day. 

Perhaps you would like to remark, 
“[ presume you need to ‘pick’ your 
names pretty well in making this 
offer?” 

No, this offer is extended to every 
name that comes to attention, either 
through the birth notices in the daily 
paper; through the Health Depart- 
ment records; through customers; or 
in reply to newspaper advertisements, 
of which this is one. 


YOUR TINY BABY 


We've got a bank account be- 
longing to it. 

Also an attractive Baby Record. 
Send in its name whether or not 
you are one of our customers. 





STATE BANK OF EVANSTON” 


Mastin Olina Riabaud Cow 


‘Then don't you find a good many 
accept your deposit and shortly with- 
draw, do you ask? 

Again, no. And no strings are 
attached to the deposit. There have 


been very few withdrawals, and in 
almost every case these were 


"9 
Book Noe. > * 
IN ACCOUNT WITH 


Withdrawals 


Compliments co 


We break a rule here and show the customer's 
pass book 


occasioned by the removal of the 
family or the death of the infant. 

“Don't you find among these many 
dormant dollar accounts?” 

Almost never. The bank does not 
feel its work is done when the account 
is opened for a child. Every month 
the parents receive some kind of 
direct advertising. “Compliments of 
the State Bank & Trust Co.,”’ stamped 


‘opposite the dollar deposit indenti- 


fies the accounts to the tellers, who 
back up this direct advertising with 
the right sort of treatment to parents 
and children. There are withdrawals 
—big ones—but these are invariably 
for the purchase of Liberty or other 
bonds. This practice is encouraged. 
However, the average balances keep 
satisfactory. 
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“Keep satisfactory — how do you 
know this?” 


A record is kept—rather twelve. 

For instance: 
OCTOBER 

Acct. 1917 1918 1919 1920 
26523—Mary Black $43.00 $53.00 closed 
27400—RalphDoland 6.00 24.00 $45.00 $75.00 
29345—George Foster 165.00 29.00 132.00 
32155—Foster Blake 32.00 140.00 



















Mary's account was opened 
in October 1917, and closed 
during 1919. George's account 
was opened October, 1918. 
Two hundred dollars was with- 
drawn for an investment dur- 
ing 1919, which cut down his 
average balance for that year. 
See how easy it is to read the 
story of each account! 

True, the bank is not now 
making excessive dividends off 
these accounts, but it is look- 
ing to the future. It figures 
that to have the friendship of 
these boys and girls during the 
impressionable age, to have 
them grow up with their bank 
as they do in their school and 
Sunday school, is going to 
make them abler men and 
women in the handling of their 
money and business _ transactions. 
This will reflect itself in better 
citizens, better managed homes and 
sounder business houses. Not so 
much because they will have ‘‘nest 
eggs, but because they will know 
how to use a bank. 

These children—the Olivers, Marys, 
Georges and Fosters—receive the same 
courteous attention on the part of the 
bank's officers as do the business men 
of Evanston whose accounts are large 
and profitable. 

Of course some will affiliate with 
other banks, but if each has been made 
a greater asset to this or some other 
community, the officers of the State 
Bank & Trust Company say they will 
have realized on their investment of a 
dollar. However, they consider it a 
safe gamble that a majority will stay 
with them. 








Where ‘**Closed Accounts’’ Do Not Close 


According to Ross E. Pollock, floor man of the central branch 


of the American Security & Trust Company, Washington, D.C., 
fully 80 per cent of the bank’s “closed ac counts” are persuaded 
on the floor not to close. 

The method is simple and effective. 
When the depositor approaches the window to close his 
account, the teller, before finally closing the account, signals Mr. 
Pollock, or, in his absence, some one of the officers. Mr. Pollock, 
takes the depositor into private conference, explains the many 
services offered by the institution and then inquires why the 
depositor wants to close. 
. 





The depositor replies, for example: “I need the money. I 
want to buy a house.” 

Here then is a lead for the Real Estate Department, and the 
depositor'’s business goes to that department in all probability. 
The functions of all other departments are similarly brought to 
the attention of the depositor and a great deal of bank and trust 
business is retained that otherwise would have been allowed to 
go out the door with the closed account. 

When all else fails, the depositor who desires to close is 
shown the advantages of leaving at least $1 on deposit. 
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Looking in on the Bank's Birthday 
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Celebrating Our 308 Anniversary 





Los Angeles—then and now 


IRTHDAY 
celebra- 
tions long have 
been quite the 
common thing 


with folks, mercan- 
tile institutions, nations and the 


This Institution Celebrated Its Thirtieth Anniversary in 
its Twelve Windows; Where Window Display isan Art solely to the 


By ROBERT M. MCCABE 


thirtieth anniversary of the founding 


like, but they have not been usual 
with large financial institutions. 
Perhaps they will be when the news 
is told of one bank that makes a 
practice of observing its birthdays— 
with profit to itself and interest to the 
residents of its community. 

The bank that is the subject of this 
article is one of the strong financial 
institutions of Los Angeles—a city of 


of the bank, all the display space in 
those windows was given over to 
advertising hinging on this anni- 
versary. 

in each window went attractive, 
attention-compelling displays, all done 
in good taste, and each emphasizing 
some important chapter either in the 
career of the bank, or in the career 
of Los Angeles. 





strong banks, live and ener- 
getic boards of directors, 
and, above all, banks that 
thoroughly appreciate the 
advantages that come to him 
who advertises early and late, 
advertises intelligently and 
advertises liberally. 

To the Guaranty Trust & 
Savings Bank of Los Angeles, 
its thirtieth birthday, coming 
in October, 1920, meant a 
great deal, and W. R. More- 
house, cashier of the bank, 
and F. A. Stearns, publicity 
manager, wanted it to mean 
something to the public at 
large. 

So they made the most of 
that anniversary in an adver- 
tising way. 

The Guaranty Trust & 
Savings long ago became 
appreciative of the value of 
display windows to a_ bank. 
It has twelve display win- 
dows, each measuring approx- 
imately ten feec long, two feet 
deep, and two feet high. 
Beginning on October 7, the 


f Quaranty Trust & Savings Bank 
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\n opened pass book showing in detail by six-month entries how 


would have grown in thirty years 


One window 
was devoted 


city of Los 

Angeles thirty years ago and Los 
Angeles in 1920. Large photographs 
showing the Los Angeles in the year 
the Guaranty Trust & Savings was 
founded, were displayed so the ob- 
server could compare them with 
the photographs of Los Angeles in 
1920. In the center of this window, 
between the two sets of photographs, 
appeared vital statistics showing how 
the city had progressed in the thirty 
years that the bank had been prog- 
ressing. These statistics 

\, detailed for comparison: pop- 





ulation of the city ; the number 
of industries then and now; 
the capital invested; the value 
one of products. Thus the public, 
(#21 and above all the “‘tourists, ” 
pod d were given opportunity to see 
/729| thestrides that had been made 
hea by what is now the largest 
sd city in the West. 
2095 Showing how the bank had 
ad kept step with the progress of 
aac? | thecity, another window was 
2253 | devoted to the bank and its 
coer Statistics for comparison. 
2397| Showcards, plainly printed 
ne and easily read, detailed under 
as27| the caption “Deposits,” the 
2577 | growth year by year as shown 
ried for that thirty-year period, 
2733} the numerals indicating the 
ik amount of deposits growing 
toa in size as the size of the 
2953| deposits grew. 
a In the same window with 
3/3) | these statistics appeared large 





photographs showing the 
] various departments of the 
bank, and in a frame like that 


that $ic i ; 
a tS containing the story of its 
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deposits, a ‘Condensed Statement 
of Condition at the close of business 
July 1, 1920." The display card in 
this window was a clever tie-up to 
the general idea, emphasizing growth 
in thirty years from a bank with 
$100,000 capital, to one with a capital 
of $2,000,000 and a total of 64,000 
depositors on its thirtieth birthday. 
Another graphic story of progress 
was told by a window which showed 
by photographs the various homes of 
the bank, from the day of its founding, 
down through its thirty years of 
growth. Each “home’’ was identified 
by a small card with brief data, a large 
display card in the center of the dis- 
play bearing this text: “The first 
home of this bank was a twenty-five 
foot storeroom. Today we occupy 
33,455 feet of floor space, covering the 
main and mezzanine floors and the 
basement of this byilding.” 
Confidence of the, public in the men 
behind a bank, was capitalized in 
another window, which gave a list of 
the officers and directors who founded 
the institution, and showed how many 
of the original officials still were re- 
sponsible for its success. It is the 
theory of this organization that a 
name means a lot in the financial 
world and acquaintance, too, means a 
lot. So the public was given oppor- 
tunity to know just who were the men 
behind the organization then and now. 
Constantly impressing upon the 
minds of all who look at its window 
displays the advantages of a savings 
account, this bank never overlooks 
opportunity to make these advantages 
graphic in some way. The occasion 
of the thirtieth birthday celebration 
was utilized in this respect to the 
fullest. Most novel were the displays 
used to focus the attention of passers- 
by to the savings account, one of the 
large windows being given over solely 
to showing what $10 would now 
be, had it been placed in a savings 
account and left to draw compound 
interest from the opening day of the 
bank, October 7, 1890, to October 7, 
1920. In one side of this window dis- 
play ten silver dollars were arrayed on 
a cardboard. Beside these ten dollars 
Stood a group of the little banks that 
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Real “real estate” and shrubbery that actually grew told the real estate loan story 


are distributed to customers. On the 
opposite side of the window, with 
another group of small savings banks, 
was arrayed an opened pass book 
showing in detail by six-month entries, 
how that $10 would have grown, and 
that in those thirty years it would 
have become $31.31. 

To the average man this display 
seemed the most attractive, for it gave 
him the A-B-C of savings and by 
looking at the pass book with its no- 
tations of interest added to principal 
and interest, he readily could see how 
small savings become large savings. 
This window resulted in calls for a 
great number of the small metal sav- 
ings banks, and was responsible for 
the opening of many savings accounts. 

The window card displayed with 
this data, added emphasis to the idea, 
illustrating the ten silver dollars by 
stating: “Ten silver dollars minted 
in 1890 are still just ten silver dollars 
today. Ten silver dollars deposited 
in a savings account in 1890 will 
amount to $31.31 today. Make your 
idle dollars grow—Open a savings 
account.’ 

The success that has followed such 
window displays as was used for this 
anniversary celebration has convinced 
Mr. Stearns of the value of such ad- 
vertising. The bank does not, of 
course, stop its advertising with win- 
dows. It uses all the forms of publi- 
city that other financial institutions 
use, being very liberal in its expendi- 
tures for newspaper space, billboards, 
field signs in the country and the 
smaller towns about Los Angeles, and 
it prints a great variety of booklets, 
folders and such media. 

“Lots of people will be attracted by 
a window and will read the story the 
window tells, when they would not 





Showing the opened pass book and its anniversary setting 


wade through a lot of printed matter 
in a book,” is one of Mr. Stearn’s 
arguments for his window displays. 
“A certain class of prospects may be 
depended upon to read the story you 
tell them in printed literature, while 
another class never will take the time 
to read such advertising. Our check 
shows that we get the greatest number 
of small savings accounts from our 
windows—and especially do we get 
good returns when we run some such 
window campaign as the one used for 
our anniversary celebration—some- 
thing specific.” 

The bank's windows are used just 
as windows are used in the depart- 
ment stores. They are changed on 
schedule, no window being allowed to 
remain in for more than two weeks. 
A window display may be put in on 
one street and left there for its regular 
tenure. Then it is removed and 
placed in a window on an altogether 
different street. Thus all who pass 
the windows on either side, are given 
opportunity to see the displays. 

This bank is not selfish with its 
windows. It divides them liberally 
with the city and with the city's 
industries—in fact tries always to 
have at least one successful Los 
Angeles or Southern California enter- 
prise displayed in the windows. 

The use of these industrial displays 
really becomes a two-fold benefit. 
Not only does such a display attract 
attention to the bank, but it estab- 
lishes a close bond of business friend- 
ship with the industry and the bank. 
It isn't unreasonable to suppose that 
the manager of the concern that is 
given a lot of valuable window space 
on a downtown street of heavy traffic 
mightily appreciates the favor, and 
that when opportunity offers he will 
reciprocate. 

“There have been instances,” says 
Mr. Stearns, “when we have had an 
industrial display for some firm, that 
that firm soon afterwards became an 
excellent customer of the bank. Then, 
too, there is another angle to this. 
Some such industry, even though it 
should not become a customer, be- 
comes a mighty good friend, and 








Twelve 


friends make a bank succeed. It is 
safe to say that 65 per cent to 75 per 
cent of the new business that comes 
to a bank comes because that bank 
has been recommended by friends. 
The friendly recommendation of a 
customer or a friend, brings to a bank 
not only new business, but it brings 
the kind of new business that is sub- 
stantial and usually permanent. ” 

As a concrete example of what such 
industrial displays have done, Mr. 
Stearns points to the experience of a 
glass manufacturing concern in Los 
Angeles. One window was given this 
concern’s products, with the result 
that more than fifty Los Angeles com- 
panies who used such products, sent 
representatives to that glass manu- 
facturing company with a view of 
placing contracts. 

Such industrial displays as given be- 
low have been used in the windows of 
this bank, with results more than satis- 
factory, both tobank and tocustomers. 
Scores and scores of others have been 
used. These merely indicate the scope 
of the industrial window idea. 

Cotton Seed Oil Company —A dis- 
play that showed the processes by 
which cotton seed oil was extracted in 
a Los Angeles plant; also showing how 
the by-products were made into useful 
commodities. 

Goodyear Tire & Rubber Company 
—A display that gave the public an 
idea of the size of this company's 
great branch factory opened in Los 
Angeles in the early summer of 1919. 

Southern Glass Company—A dis- 
play that showed the various processes 
of glass manufacture, and told the 
story of an industry about which very 
little was known. 

Sperry Products—A display that 
showed the small glass containers, 


which can be seen in the illustration, 


the variety of products made by a 
large Pacific Coast milling company. 
When the bank uses its windows for 
its own business it strives always to 
interest the wage earner in the bank 
account and the advantages of saving, 
even though the savings are small. 
Graphic methods that give the 
““A-B-C”’ of the small savings are most 
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An **A-B-C” budget window for the small wage earner 


popular with the advertising manager, 
because they have proved the most 
resultful. An excellent type of this 
idea is illustrated herewith. It will be 
observed that nothing is left to the 
imagination of the prospective 
account. This window purposely was 
designed to show the very small wage 
earner how he could handle his wages 
on the budget basis. A wage of $20 
a week was taken, which, of course, is 
far too small for consideration, now, 
but it made calculation easy. 
In the center of the display appeared 
a diagram indicating what proportion 
of the wages should logically go for 
food; how much for rent; how much 
for clothes; how much for household 
expense; how much for education and 
recreation; how much for “extras.” 
Then to make it even more graphic, 
the actual amounts in dollars and 
cents were shown under each classi- 
fication, as the 60 cents for “extras” 
represented by a 50-cent piece and a 
dime; $2.60 for “household,” rep- 
resented by two silver dollars, a 50- 
cent piece and a dime; $2 to be saved, 
represented by that amount entered 
in a pass book showing how rapidly 
small amounts accumulate and grow, 
when placed in a bank at the bank's 
regular rate of interest on savings. 
The whole process of saving thus 
was made so plain that all could 
readily appreciate its meaning—and 
it was the means of interesting many 
small depositors in a savings account. 
A thrift series of window displays 
which has been running the past sum- 
mer and autumn, combines the experi- 
ences of successful men, nationally 
known, with a small savings account. 
That this graphic method of display 
attracts the most interest and always 
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Industrial displays have a two-fold benefit 


proves most successful, is evidenced 
by a case which lately came to the 
attention of the advertising depart- 
ment. A window display in which 
dollars were represented by pieces of 
clay made in the shape of coins showed 
how the dollar grew if it went into a 
savings account. Its ratio of progress 
was illustrated by the enlarged size of 
the coins as interest was added to 
principal, and interest was added to 
principal and interest. One woman 
after spending some little time study- 
ing this window, brought $600 into 
the bank and placed it in a savings 
account, explaining just what made 
her do it. The graphic method of 
showing the dollar's growth got im- 
mediate results in this instance, at 
least. 

When the bank wishes to direct 
attention to some particular angle of 
its business, the window displays are 
called in, and usually produce results. 
An illustration of this is shown in the 
reproduction of the window adver- 
tising that it has money to loan on 
real estate. The story was not left 
for a plain display card to tell. A 
landscape artist was engaged, he 
obtained real ‘realestate,’ landscaped 
it, planting shrubbery that actually 
grew, and made it still more attractive 
by building in the center of his piece 
a sign board, just like those we see 
set up in vacant lots advising the 
passer-by that “This Property Is For 
Sale.” It is apparent that such a 
display attracted those seeking real 
estate loans to that department. 

Summed up, the windows of the 
Guaranty Trust & Savings of Los 
Angeles are mirrors reflecting the 
activities of the bank. Every adver- 
tising effort is directed towards mak- 
ing those mirrors of interest to the 
public, and towards attracting the 
interest of the public to those win- 
dows. Newspaper advertising, bill- 
board advertising, and all other forms 
of publicity, carry some thought that 
reflects back toward the bank's dis- 
play windows. Some such slogan as 
“See Our Window Exhibits,” is prom- 
inently featured in all the bank's 
publicity. 
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Thirteen 


So! Here Is Glorious Winter! 


ND lo! the four-pound snow- 
A flake falleth! Alas! for just one 
pair of tennis sneakers, a white and 
green Gunga Din helmet 
and a six-foot link of the 
Equator to lie on—rose 
days and silver nights. 
(Quick, boy, the spot!!) 
You'd think the banner 
of Prohibition hadn't 
stirred up a dust cloud 
in my state yet, wouldnt 
you? (Quiet, there, in the 
wings. ) 

Just us fellers who will 
never be bank presidents 
need pay .any attention 
to what follows. Bank 
presidents did not descend 
from bankers in the past 
and from now on it looks 
as though they would 
come from the treasurers 
of Hop Packing Associa- 
tions, scalp hunters in the 
oilcountry, stokers in well-hidden stills 
and thelike. First and last these men 
of means have all been to Ecuador and 
sat on the Equator in winter. But 
common cats like me, take notice! 
Until we get a job on the section or 
join the navy, lower berths on the 
Equator, ukuleles and rope skirts are 
off for another winter. 

We admit right at the beginning 
that the job of making winter rustle 
with palm leaves is a leetle too hefty 
for us. We have side-stepped the 
task as long as possible, hoping that 
we would come into money, but at 
last it is squarely upon us and here 
we go. 

It is the snow I wish to speak of. 
If | can make it look attractive it will 
be a greater achievement than getting 
out a comptroller’s call. Our local 
printer claims he has been setting up 
comptroller calls for our bank for 
twenty-four years and they still look 
to him like a Chinese bill-of-fare. 
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Familiar scenes along the snowshoe trail 


By FRED COPELAND 


Randolph National Bank, 
Randolph, Vt. 
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But the snow can be used. This | 
know because I once lived in Montreal 
where it is used for a long list of sports 
from slipping down on to racing 
horses on where the green St. Law- 
rence spreads its coat of ice. Before 
I used it for anything but to sit down 
on I used to walk up the fashionable 
drive which winds around back of the 
crest of Mt. Royal. There were 
pleasures there associated with bright 
old voyageur blanket costumes that 
are interesting. It someway éillus- 
trates the thing better if | go back to 
a scene which happened there one 
dazzling Saturday afternoon. A ski 
runner had just shot down the moun- 
tain side parallel to the famous old 
Park Club toboggan chute. At the 
lower end of the slide he lost his 
balance. Whether he knew he had 
come to a full stop is doubtful, but he 
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a sea lion, but it was only a couple of snow-choked spruces; get a cabin ready (center) in the late autumn for a rendevous when snowshoes are 


in order; winter is the time for the camera (right) 
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Single shots from the hip at some old beech 


knew he had lost his balance for he 
hopped about like a dying chicken. 
Never could he seem to be able to get 
both skis headed the 
same way and to sit down 
after he had reached the 
end was appalling. Sud- 
denly he stood on one leg 
like a blue heron, there to 
fight itout. I with others 
watched in such awe we 
completely stopped 
breathing. Then we all 
sighed—he had lowered 
the other foot to the 
ground. Hehadcon- 
quered and he waved to 
us in his triumph. 

Now, whatever others 
may say, | don't like skis. 
| don't like to think that 
when I sit down I'll be 
denuded from the belt 
down. The snowshoe is 
the thing, I say. You're 
not going any when you sit. down; 
your pants stay on and it is rare, in- 
deed, one sits down at all unless he 
wants to. Then, too, snowshoes are so 
American. At regular intervals I used 
to call on the manager of the Montreal 
district of the Hudson's Bay Company. 
He was a busy man and forgot each 
time that | had ever called before, so 
he used to amuse me by getting out a 
wonderful pair of bear-paw snowshoes 
of exquisite workmanship and with a 
color scheme which some old north 
country Indian had worked into the 
web. But I can’t recommend bear- 
paw snowshoes. They are so per- 
fectly flat it is easy to trip one’s toe, 
and I'll say right here if anyone ever 
trips up with bear-paw snowshoes it’s 
like falling over a wheelbarrow in the 
dark; you've got to get up and fall 
over four times before you are shut 
of the thing. 

By the process of elimination we 
have now reached the spot where | 
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can name snowshoes for bankers. 
They are the so-called Club pattern 
about 44 by 14 inches with a toe that 
slants up. Some assert they are of 
Ojibway design. Anyone may sit on 
the long tails of these shoes and scoot 
down hill “without finishing on his 
scarf pin as he would with flat 
shoes. 

A great deal of loose talk has been 
handed around on how to tie on 
snowshoes. I've read directions for 
tying on shoes with a thong—‘ ‘just 
as the Injins useter’—that would 
hold up one of these silk sweater 
knitting sisters till she cried. LLamp- 
wick is the thing to tie on snowshoes 
with. Get some one and one-half 
inches wide. It is strong enough to 
drag an elephant away from a peanut 
stand. It never slips wet or dry, and 
that is saying a lot—I don’t know of 
any other person or thing that has this 
quality. Run the wick through the 
strap holes in the shoe-like things you 
get with the snowshoes, wrap it 
around your ankle a couple of times 
and tie in a good old-fashioned hard 
knot same's you used to on a three- 
prong grapple when you were too 
young to know it was against the law 
to catch trout by the wrong end. 
Thus is the equipment made ready 
for the fleeting stretch of daylight 
after the bank doors close, or for an 
evening on moonlit snows. 

It is hard for us bank fellers to be 
serious in these days of loose money 
and high wages in all other walks of 
life, but I'd like to call your attention 
to the charm of snowshoeing. It lies 
not in the using of the shoes but in the 
delightful places they will take the 
wanderer. Although | love the sum- 
mer as hard as | hate the winter, | 
have to admit the forest is a much 
pleasanter place to be in in February 
than in August. The forest in winter 
fairly scintillates wich brilliancy and 
contrasts—not much like August's 
stinging insects and the prickly dead 
air of its deep forests. To be sure, 
summer is lavish with her gifts in open 
places like the plains and the sea, but 
the deep forest is winter's fairyland, 
and a fairyland, indeed, if, just as the 
snowshoer is getting a bit tired, he 
wallows up to the doorsill of a little 
log cabin with a pile of wood beside 
the stove. Such a little cabin should 
be perched high up in the hardwoods 
where the winter sun loves to linger 
for the last half hour of day and 
spill a carpet of diamonds over far- 
off western pasture lands. It is not 
by accident that snowshoe and rendez- 
vous almost rhyme. 


Nor is it unlikely that on the cabin 
trail in some forest corner a covey of 
grouse are wintering. In the intense 
cold nights they dive into the snow 
for warmth and their bedrooms cover 
the ground of snow in places. Every 
move of the big mottled birds is 
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On moonlit snows 


plainly written; where they planed 
from a tree to the snow, the few run- 
ning steps, the boring into the snow, 
the peek hole through which they 
thrust an immovable head to keep an 
eye out for danger, and the opening 
and fan-shaped wing marks where 
they leave in the morning. More 
than once | have imprisoned a bird 
with my snowshoe over its bedroom 
only to release it and see the snow 
crystals fly when the bird left in a 
roar of wing beats, and some day 
fickle fate will, | am sure, let me catch 
one of these snowy bombs with a 
camera. 

Pause and consider the various 
elements of outrage and perfection 
that are presented to a camera on a 
snowshoe trip. A girl on snowshoes 
will always register one wild, high 
screech when she trips up and sits 
down on her snowshoes. Right then 
is the time to expose film. Moreover, 
save for the green masses of the tower- 
ing balsams or the touch of crimson 
of the blackberry stems, scenes along 
the snowshoe trail always produce 
true to nature. To the eye the soft 
mounds of summer's greenery fill the 
very soul, but to the camera's eye the 
witchery of lace-like branches against 
wind-torn clouds is of equal beauty. 


THE BURROUGHS 


In fact, although | have made pic- 
tures both for pleasure and for maga- 
zine reproduction for years, | find | 
lay the instrument aside with March 
and do not worry it seriously again 
till November. 

Struggling from home to office and 
back in a stinging wind and drifting 
snow is not a lovely thought, is it? 
But with a pair of snowshoes in the 
booming thunder of the wind-swept 
forest, all is changed. There is the 
satisfaction of outwitting nature with 
the webbed racquets. Then, too, 
from every sculptured trough and 
crest of the cleared lands the wind 
weaves its spell with the snow-rime, 
now whirling it aloft, now sifting it in 
floating crystal shrouds back to earth 
again. At times it makes a feller stop 
and catch his breath but it someway 
feels good where his cheek has been 
fanned tored. And inthe forest — well, 
I should be afraid to guess what the 
wild creatures think of me. In going 
out each day it is more often than not 
that my camera and a tremendous 
revolver are my only companions. 
The firearm has never been drawn on 
a living thing and | hope it never will 
be; it is merely a noise and joy pro- 
ducer. When the wind howls through 
the great branches | like to howl back. 
Then just at night when the tramp is 
about over it is inspiring to see the 
big gun's level red streak of flame leap 
out at an old gray beech tree. Those 
who love firearms will not find them 
pleasant in winter as we understand 
their correct use. It is not a time for 
the breath-holding long string of shots 
over the shooting range. Fingers 
freeze up. But many single shots at 
arms length in the correct holding 
position and quick shots from the hip 
may be taken at snow-capped stumps 
and growths on tree trunks. Always 
the surface of the snow lines a miss as 
does the white area around a bull’s- 
eye on the paper target of the summer 
range. 

There are many cities and villages 
now where one may absorb snowshoe 
enthusiasm, but lucky, indeed, is he 
who knows famous old Mt. Royal, from 
which Montreal takes its name. 
Snow would have a new meaning to 


“him if he had ever dragged racquets 


with the old Tuque Blue club. It is 
inspiring to climb with the famous 
club the wooded terraces of Mt. 
Royal with the great crescent of the 
Canadian metropolis flashing with 
electric jewels just over his shoulder. 
And yonder behind the mountain is 
Lumpkin’s, the old rendezvous mel- 
lowed with the endless years. I hope 
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The Bank at the Workingmans Elbow 


How a Payroll Savings Plan can be Sold to Get Real 
Co-operation of the Workers and of the Industries 


OHN STAWSKI'S pay envelope is 

thinner. It contains $20 a month 
less than it formerly did. 

A reduction in pay these days is a 
serious matter even for a puddler in a 
steel mill. Some men under such 
circumstances might even cry “up 
with the red flag!” and join that un- 
kempt group frequently cartooned 
with bomb in hand. 

But does John rant and rave, 
threaten to turn Bolshevik, complain 
or grumble; speak in his native tongue 
of “oppression,” “the downtrodden 
masses, “the capitalists?” 

He does not. 

Instead John shows no dissatisfac- 
tion, manages to scrimp along on the 
reduced pay and views with pride the 
growing figures in the little book. 

It’s all because John is a disciple of 
the Cleveland Trust Company payroll 
savings plan in company with 
hundreds of other workers in Cleve- 
land's big plants. 


By I. I. SPERLING 


the savings habit fostered by the war 
loans. 

The plan provides that the factory 
worker shall sign an order on the pay- 
master which requests that the amount 
specified on the order shall be de- 
ducted from his pay and deposited to 
his individual account. At the same 
time he signs a signature and identifi- 
cation card. 

The signature card goes to the 
main office of the bank as does the 
aggregate of all the orders on the pay- 
master from that particular company. 
C. A. Brown, new accounts teller, 
makes out a pass book for each indus- 
trial depositor, enters the deposit, files 
the signature card, sends the identifi- 
cation card to one of the thirty neigh- 
borhood branches of the bank named 
by the depositor, and returns the pass 
book to the company paymaster. 


The industrial depositor has been 
given a coupon by the paymaster, 
neatly lithographed, with the amount 
deposited on it, which is between the 
paymaster and the depositor only, 
and of course cannot be used to 
authorize withdrawal from the bank. 
The industrial depositor is given the 
opportunity to make withdrawals in 
person at whatever one of the bank's 
thirty offices he chooses in opening his 
account. 

When the pass books are returned 
to the paymaster, he either holds them 
until the next pay day or gives them 
out to the individual depositors, if the 
depositors ask for them. The pass 
books used do not differ from those 
given other than industrial depositors. 
Nothing of intrinsic value is given the 
worker in consideration of his deposit 
so he has nothing difficult to replace 
if the book is lost. 

The interior handling of the ac- 
counts at the 





They find it an 
easy and conven- 
ient way to save 
money. It's a 
bank “right at 
their elbow.” 


buy 





Cred it Ed W i n pci: ay do! —- ss, 
vat’s why time ai again you have 

.. Baxter, vice- started to salt away some coin. 
president, in "Now iF the hank was 

charge of the oh well. — I'll wait _ 

. ahs develop until next time 

a E a 
ment and Emil W. You said that @ year we 


Bahls of that 
department with 


——DECISIO 


a regular savings account with a part of that are taken care of until you say the 
, word. 
t €e success oO f on israel ‘ , (3) You have begun to make money 
The bank wasn't at your elbow. Your . ok 
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Do you want anything that money would 
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Have you ever stood with your pay en- 
velope in your hand—decision made to start 
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NOW! 
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You can desire and decide as much as you 
Burt until you act you will never get 


But it’s mighty hard to decide and act 
evety payday. We know that. 

So The Cleveland Trust Company has 
worked out a Payroll Savings Plan that makes 
it easy for you. 


All you have to do is to act iust once 


“Easy as they 
make em. 


Just sign and 
youre Heong” ‘Say 
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Sign the coupon and give it to your pay- 
master 


Your employer will be glad to help you 
put this Plan into effect if you want him to. 
By this one act— 


(1) You have started a savings ac 
count. 


(2) Your deposits for future payday 


Dig up that pencil stub NOW and ACT 
You know you want to! 
You know you should! 


You know it’s a good thing for you 








Savings scheme is 
not more than a 
year old and the 
Selling of it has 
been in progress / 
onlyafewmonths. “ 
It was evolved in 
part with a view 
to perpetuating 
and profiting by 








Showing the cover and inside of “Right At Your Elbow,” an effective folder that helps sell the plan; below— 
some of the coupons that the employee gets from the paymaster, representing the amount of the deposit 


| main office of the 
bank is in the 
hands of F.E. 
DeMuth. 

Because of the 
comparative new- 
ness of the plan 
it has not been 
possible to gauge 
the ultimate effect 
upon thrift among 
the workers. 


























However, what 
| definite facts and 
conclusions are 
available from the 
bank's brief ex- 
perience in this 
form of savings 
have shown that: 

Deposits run 
from $2 to $40 
each pay day. 

From 20 to 50 
per cent of the 
workers at plants 
where the plan 
has been sold, 
have ‘‘signed up.” 

There also have 
been indications 
that the tendency 
of workers to save 
is on the increase 
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as evidenced by additions to original 
amounts pledged. 

In this connection Mr. Baxter says 
that experience in general has shown 
that deposits higher than $5 or $10 on 
any single pay day should be discour- 
aged. Nothing so interferes with the 
carrying out of the plan, he declares, 
as having many cases of workers who 
start too high and “‘fall from grace.” 

The industrial plants have co-oper- 
ated in selling the payroll savings plan 
to their employees. Ample space has 
been given to promo- 
tion of the project in 
their house organs. 

The Cleveland Trust 
Company s Advertising 
Department prepared 
posters and literature 
in several different lan- 
guages for circulation in 
the factories. News- 
paper ads have also been 
prepared and run. _ I[n- 
cluded in the series of 
advertisements which 
marked the celebration of 
the bank’stwenty-fifth 
anniversary, September 10, 
was one by A. W. Henn, of 
the National Acme Company, 
praising the plan. 

The instructions to workers, circu- 
lated in the plants, are as follows: 

‘Here's all you have to do: 

“|. Sign the order to your employer 
and hand it to your foreman at once. 

“2. Remember that the amount 
taken from your pay envelope is in the 
bank in your account. 

3. Take your pass book to the 
bank about January | and July | of 
each year for entry of interest and 
balancing. 

‘4. Remember that entry has to be 
made in your pass book on pay day. 
The credit for the money deposited to 
your account appears on your pay- 
master's records and the bank records. 


The coupon in your envelope is your 
receipt. 

“When you have saved $100 you 
can buy a first mortgage bond bearing 
5 per cent interest. 

“Deposits will be made in the bank 
in your name. You can select any 
branch of the Cleveland Trust Com- 
pany you desire. Choose the one 
nearest your home.” 

Plants that have already adopted 
the plan are: The Browning Com- 


pany, the National Acme Company, 

















Part of a series of posters used 


the American Steel and Wire Com- 
pany, the National Carbon Company, 
the National Screw and Tack Com- 


pany, the Cleveland Co-operative 
Stove Company, the Lang Body Com- 
pany and the Brown Body Company. 

Figures announced at this writing 
show that of 1,100 employees at the 
American Steel and Wire Company, 
435 have enrolled in the payroll sav- 
ings plan. 

In connection with his work Mr. 
Bahls enlists the co-operation of every 
employee of the Cleveland Trust 
Company. He emphasizes the point 
that the personal element is more 
essential than the mechanics of the 
system. 


THE BURROUGHS 


In a recent issue of the Cleveland 
Trust Monthly, the bank’s magazine 
for its employees, Mr. Bahls makes 
this appeal: 

“In promoting this plan we are very 
dependent upon every Cleveland 
Trust employee. It would be very 
easy to destroy the work at one of 
these plants if someone in the bank 
did not know what it was all about. 

For instance, a foreigner, ignorant 
of banks and banking, brings one of 
the coupons to the branch office win- 

dow to make a with- 

drawal. If the teller 
explains that the de- 
positor will have to 
bring his pass book and 
that the pass book can 
be obtained from the 
paymaster, very likely 
the depositor will go 
away satisfied. This has 
happened in several cases. 
“But if a teller should 
say, Why that thing's no 
good here, the depositor 
would probably go away 
in a panic. Such a thing, 
of course, is not likely to 
happen, but if it did, one 
instance could undo the work 
of weeks. One dissatisfied or suspi- 
cious industrial depositor could spread 
the news through a whole plant that 
‘those things are no good’ and all the 
talk we could give the men would be 
wasted. 

“This plan offers a great chance to 
build up friends of the bank if we work 
it right. Many of these men who are 
starting under the payroll savings 
plan have never had dealings with 
the bank before and know nothing 
about it. If we can explain banking 
with patience and intelligence and get 
our ideas over, we will build the basis 
for future business that may be worth 
a good deal more than any initial 
deposit.” 
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in the wisdom of thrift. 





OMMENTING on the undelivered address of Fred 

W. Ellsworth, vice-president of the Hibernia Bank 
& Trust Company, New Orleans—“The Banker’s Re- 
lation to che Public’”—intended for the convention of 
the American Bankers Association in Washington, A.S. 
Helquist, vice-president of the Liberty Trust & Savings 
Bank, Chicago, has written Mr. Ellsworth in part as 


“Your undelivered address has been read with in- 
terest, and it occurred to me that the big work for the 
American Bankers Association is to advertise collective- 
ly and accumulatively to arouse a national interest 


“If the American Bankers Association could get 


behind one slogan and use this throughout the year, I 
believe that we would receive the benefit of this collec- 
tive and accumulative advertising. j 
following slogan: ‘A Bank Book for Every Member of 
the Family in Every American Home.’ 

“If the members of our association would use this 
on their letterheads and in all their publicity and ad- 
vertising, | believe this would be a great force behind 
this slogan, and if it is properly advertised by our 
association, this would soon become a byword with the 
nation, and if we designated a certain day as Inventory 
Day for the people of America to take inventory of 
their bank books, I am sure that the dividends that we 
would receive would be very large.” 


May I suggest the 
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When Business Backed Rural Credit 





F some one 

told you that 
there were 9,000 
farmers in any 
one state who needed loans of $100 
each and didn't know where to get 
them, you would, as | did, probably 
look skeptical and ask; “Where?” 
But the fact remains that this situ- 
ation arose in no less a state than 
New York, and no longer ago than 
1917. In fact, these farmers still need 
the money and are getting it too, on 
unindorsed notes, and at fair inter- 
est rates from the Farmers Fund, In- 
corporated, of Rochester, New York. 
The story of how a New York farmer, 
Mare W. Cole, came to realize this 
condition, how he got a number of 
big business men to finance him, and 
how he worked out the organization 
of this big farm loan business will go 
down as one of the most interesting 
chapters in the history of American 
agricultural banking. 

The Patriotic Farmers Fund was 
Started as a wartime measure to in- 
crease food production, but contrary 
to the general rule, it has survived and 
is doing more business than ever 
before, indicating that the farmers’ 
need for working capital is a perma- 
nent factor that must be seriously 
dealt with. If the United States is to 
fill her own food warehouses and still 
have some left over for other nations, 
the farmers’ credit needs must be 
supplied. Over 15,000 farmers have 
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The Story of Mare W. Cole and His Farmers Fund, Inc., 
and Why the Banks of New York State are Co-operating Fund he had 


By ANDREW 8. WING 
Associate Editor, Farm and Fireside 
availed themselves of the credit 
facilities of the Farmers Fund since it 
started in 1917 and the list is constant- 
ly increasing. Besides helping the 
individual farmer to increase his farm 
income, it has served the higher 
purpose of swelling crop production in 
New York over $10,000,000. Also, 
it has taught many New York banks 
the value of farmers’ business, and 
many of them have greatly enlarged 
their facilities for handling farm 
accounts, while others are beginning 
to open up this end of their business as 

a profitable main line. 

When I walked into the very un- 
pretentious offices of the Farmers 
Fund, on the second floor of a Roches- 
ter bank building, | found Mare W. 
Cole handling this large credit busi- 
ness with the simplest of equipment 
and a very modest office force. Cole 
is a small, wiry man, somewhere 
around forty, with the keenness of a 
first-class banker combined with the 
friendliness and agricultural vision 
that have their origin in his early 
experiences as a farmer. For Cole 
above all things is a farmer of 
farmer lineage and living today on the 
home farm near Albion, which he 
continues to manage. Before he took 
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up the work of 
the Farmers 


never had any 
banking experience. His eminent suc- 
cess as the active head of this insti- 
tution is due primarily to his belief 
in agriculture, his knowledge of human 
nature and his shrewd business in- 
stincts. For he has been traveling 
entirely through uncharted seas where 
older men and experienced bankers 
have been afraid to venture. 

I watched several farmers come in 
to see Cole about loans. What im- 
pressed me most was his confidence 
in them, his willingness to accept their 
statements as to their farm assets, 
and his very apparent desire to give 
them helpful financial assistance. In- 
stead of the cool attitude of ** You may 
be all right but you've got to show 
me, his manner plainly said: “We 
want to help you if you are worthy of 
it and I believe you are.” Of course 
a local loan committee carefully 
checks up each farmer's business 
before he gets a loan. That is only 
sound business practice. But Cole is 
always willing to give them the benefit 
of the doubt. 

One of the unique things about the 
Farmers Fund is its manner of origin. 
It was not a premeditated idea but 
rather was conceived almost over 
night and rushed into operation on 
very short order. Cole was in Wash- 
ington a few days after war was de- 
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clared and happened to meet 
William Church Osborne, the 
New York financier and philan- 
thropist. Osborne knew that 
Cole was a farmer and said: 
“What are we going to do to 
help increase food production?” 

Cole replied: “Give us money 
and well make the machine 
hum. Farmers have been bulle- 
tinized and preached at enough. 
What we need is not advice 
but working capital.” 

This frank statement inter- 
ested ‘the financier. It was 
something definite, something 
tangible. They went up to 
Osborne's room and, with some 
other big New York business 
men, worked out a plan for 
loaning money to farmers on 
unindorsed notes. The original 
capital of $200,000 was quickly 
subscribed. Thus the Farmers 
Fund had its birth. 

The next step was to work out 
a system of making the loans to 
the farmers. The New York State 
Grange executive committee gave Cole 
blanket authority to appoint in every 
grange a committee of three to pass 
on each local application. Where 
there were no granges, he got banks 
and other organizations to do it. 
The master of each subordinate grange 
was asked to appoint a committee of 
two farmers and one business man. 
Approval of two would be sufficient to 
loan a man money. On April 28, 
1917, just twenty-one days after the 
organization started, the first loan 
was made. As Cole picturesquely 
said “She was leaking gas in every 
cylinder, but she was moving.” 

The New York country bankers 
were greatly amused at the plans of 
the Fund. They, for the most part, 
took the attitude that if fool philan- 
thropists in New York wanted to give 
away their money, all right; they d 
take their share of it. The most 
optimistic predicted that only 70 per 
cent of the loans could be collected. 

A Utica bank volunteered to furnish 
Cole office space and equipment. 
When he got there, he found himself 
literally snowed under with letters. 
He had had no office training but 
gamely rolled'up his sleeves and start- 
ed in. For three weeks he answered 
letters nearly twenty-four hours a day. 
Every one got from Cole a personal 
reply. He ate what was handed in 
to him during the day and stole a 
few winks of sleep at night. There 
was no precedent to goon, no existing 
system. There were duplicate appli- 





j For three weeks he answered 
letters nearly twenty- 
four hours a day 


cations and all sorts of mixups. The 
central office, under Cole's direction, 
had to devise a system to take care of 
all this. 

What percentage of this money was 
collected? Counting interest, they 
got back one hundred cents on the 
dollar. In the haste of getting the 
money out in time to help that year’s 
crops, enough bad loans were taken 
on to eat up the interest. The New 
York men who were backing the Fund 
carried the overhead. But counting 
the bad notes that are being collected 
now, some of which are coming in at 
the rate of five dollars a week, they 
really paid expenses and collected one 
hundred cents on the dollar. All they 
lost was the interest, which isn't a bad 
showing for a concern which started 
as the Farmers Fund did and which 
was primarily intended to be philan- 
thropic. 

Here are some letters from grateful 
borrowers which speak eloquently as 
to the benefits derived from these 
small crop loans: 

“Dear Sir: Sept. 26, 1919 

“Enclosed please find check for 
$92.70 in payment of my note which 
you hold. I wish to thank you for 
this loan as it helped me out fine on 
my crops. I hope you will continue 
the Farmers Fund for years to come 
as it is a great boon tothe farmer. It 
helps him do things he could not do 
by himself. I paid you 6 per cent 
interest on this hundred dollars but | 
figure I made several times 6 per cent 
on this money. 
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“Tf there is a time I can be of 
service to you please let me 
know. 

Very truly, 
E. M. B.”’ 

Here is a letter from another 
farmer who earned $350 with a 
$50 loan from the Fund! 

March 5, 1919 
4 “Dear Sir: 

“Your notice of my note due 
March 25 to hand and will state 
that I have been successful with 
same, as it has enabled me to 
get established with livestock. 
I can pay up the loan when 
due. Two years ago we were 
badly hit here with a storm 
which washed out nearly all 
our growing crops, even those 
on high land. This gave us a 
setback that took us several 
months to recover from. But 
in the face of it all, the $50 | 
obtained from the Farmers Fund 
to buy seed potatoes with, 
brought us about $350. 

This year I am in a position to sow 
about thirty acres of spring wheat and 
to plant eight acres of potatoes. We 
have soil here for both that cannot be 
equaled. It is on the west shore of 
Seneca Lake. 

“Would it be possible for me to get 
a loan of $100 to pay for the seed of 
both crops. I notice from your 
circular that this is the limit on seeds. 
The ground is nearly all fall plowed, 
and | could be cutting seed potatoes 
now so I would like to get the loan as 
soon as possible, if you will let me 
have it. 

Most respectfully yours, 
oF. fF.” 

Another farmer borrowed $50 to 
buy pigs and in paying it back 
apologized because he only made $75 
net profit on the deal after paying for 
his feed. Would any other business 
man apologize after making that much 
of a return on borrowed capital? 

The first year, 1917, they loaned 
out $273,000. The next year they 
started to advertise and loaned about 
$800,000. When they started early 
and loaned on wheat and livestock 
the business took on a yearly rather 
than a_ seasonal character. This 
second year’s work was a repetition of 
the first, except that they had more 
time to perfect the machinery of 
operation. Since the banks had ele- 


ments of strength and prominence 
which the farmers lacked, they gave 
the banks power toselect the loan com- 
mittees, subject to the approval of the 
The granges 


farmers committee. 
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helped for two years. Cole spoke 
very kindly of their work and said 
that the Fund could never have been 
a success except for the services of the 
local loan committees. 

These farmer loan committees 
felt very keenly the responsibility 
of being trusted with another man’s 
money. Here is an incident that 
illustrates this and also shows the 
inborn honesty of the farmer, even 
if occasionally he does stray from 
the straight and narrow path in 
other ways: 

A farmer borrowed $200 from the 
Fund and was seen going home 
drunk. The local loan committee 
heard about it and started off at 11 
p. m. to see about it. After driving 
twelve miles over awful roads they 
found him at home but still pretty 
badly “under the influence.” Calling 
him outside they gave him a severe 
raking over the coals and demanded 
that he return the money he hadn't 
spent on his spree. 

But Bill said: “You've got me 
wrong. I never spent a cent of the 
money. I gave it to Mother as soon 
as | got home. The milk check was 
what I got drunk on.” And thev found 
that it was. 

The small percentage of bad 
risks found is remarkable. 
Farmers are inherently honest. 
They are also very timid about 
borrowing money and dislike 
to go to the trouble of renew- 
ing a note. As a rule they 
wont borrow from a bank 
when they can avoid it. At 
least Cole told me he had 
found it so. Many of them 
do not realize that it pays to 
be businesslike in their finan- 
cial transactions. They heart- 
ily dislike approaching a cash- 
ier's window to ask for a loan, 
no matter how good theircredit 
may be, and therefore do not 
always “sell” their credit to 
the best advantage. The atti- 
tude of the Farmers Fund 
has been to make the farmer 
think that he is doing the 
organization a favor when he 
borrows its money. They 
thank each borrower for his 
business. Cole tells each man 
who tries to get out of pay- 
ing that he is hurting the 
other fellow by depriving him 
of the privilege. When it is 
presented to a recalcitrant borrower 
in that light, he usually pays. Most 
of them have never been approached 
on such things before. 


At first the interest was set at 4% 
per cent. That was found to be too 
low so it was increased to 6 per cent, 
allowing the banks 1 per cent for 
handling the business. Under the 
new system there is an appraisal fee 
which is divided with the agent banks, 
instead of giving them a percentage 
commission. The fund is no longer 
philanthropic. They are now demon- 
strating that they can loan money at 
a reasonable rate of interest and still 
pay stockholders a fair return on their 
investment. 

The banks were very skeptical at 
first. On a small loan the interest, 
discounted in advance, amounts to 
about 8 per cent, including the 
appraisal fee. Business men predicted 
that farmers would never pay it. But 
farmers have such confidence in the 
Fund that they sometimes borrow 
from it when they can get the money 
at a lower rate elsewhere. The agent 
banks have found it very profitable to 
handle this business. One bank 


reported that 75 per cent of the 
borrowers opened checking acounts. 
The banks gradually absorb a good 
deal of the business that they handle 
for the Fund. Cole does not object 








Another farmer bor- 
rowed $50 to buy pigs, 
and then apologized be- 
cause he made only $75 
net on the deal 


Nineteen 


to this but on the other hand is glad 
because it helps the cause along.: The 
Fund is now growing so fast that they 
have all the business they can handle. 

In the beginning a large part of the 
Fund's capital was idle, and large 
balances were kept with the agent 
banks. Now they have exceeded in 
loans their capital and surplus and are 
borrowing money to operate on, using 
farmers’ notes as well as discounting 
the company’s notes to obtain addi- 
tional funds. Cole believes that with- 
in another year they will be using at 
least $5,000,000 of outside capital, 
using their own capital and surplus to 
margin their borrowings and make 
them absolutely safe. 

The maximum loan under existing 
laws is $5,000. The first two years 
the maximum loan made by the Fund 
was $700, the average being $100. 
This money went to 9,000 farmers, 
showing that there were that many 
farmers who needed $100. I wonder 
how many there are in other states? 
The Farmers Fund was reorganized 
in May, 1919. Under the new system 
the average loan will run about $400. 
Loans for over $300 must be secured 
by a chattel mortgage. This is some- 
times waived, however, when 
a banker vouches for a farmer. 
They are never entirely divor- 
ced from the $300 fellow be- 
cause they let him have money 
without much of any security 
except character, although at 
a slightly higher rate. They 
loan only 80 per cent on the 
value of livestock or tools pur- 
chased. On anything else they 
loan 100 per cent. The 20 
per cent represents deprecia- 
tion and a credit risk. 

The service rendered by the 
Farmers Fund to-the farmers 
of New York state has been 
decidedly worth while. They 
have helped a lot of farmers 
over financial difficulties by 
giving them working capital 
with which to enlarge their 
crop production and increase 
their profits. They are teach- 
ing these farmers the necessity 
of promptness and business- 
like methods in their financial 
dealings. They are bringing 
farmers into closer contact 
with local bankers to the ad- 
vantage of both. Over 15,000 farm- 
ers have borrowed money from the 
Fund and the list is constantly 
growing. Many of these farmers now 
have bank accounts that hadn't 
before. Then they have added over 


(Continued on page 27) 
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Importance of an ingens Plan 
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is a suitable 
time to con- 
sider a bark’s advertising plans. In 
fact, in many cases, the plans for the 
entire year 1921, have been pretty 
well worked out in the minds of 
officers and publicity managers. 

If a financial institution has an 
advertising appropriation’ that 
amounts to anything worth while, the 
only sensible and businesslike thing 
to do is to plan the whole year’s cam- 
paign in advance. 

This means not only making a care- 
ful apportionment of the advertising 
appropriation among the different 
mediums and for the different services 
required, but it also means the prepar- 
ation of a well thought out plan of 


campaign and outline of the copy to - 


be used. 

I do not mean to say that it is 
possible to indicate every advertise- 
ment to be used during the year, be- 
cause it is wise to have the scheme 
more or less elastic so that there is 
always an opportunity to meet special 
conditions as they arise. But it is 
possible to look over the field in a 
broad way and decide times and sea- 
sons when certain appeals will be most 
effective and also to decide what pro- 
portion of the space and efforts should 
be devoted to the different depart- 


Out in Advance; Other Timely Publicity Suggestions 


By T. D. MACGREGOR 


Vice-president, Edwin Bird Wilson Co., Inc., 
ew York 
ments or branches of service that the 
bank or trust company is offering 
to the public. 

Experience has proved that it is 
much easier to work to such a plan in 
the preparation of advertising matter, 
including newspaper and magazine 
advertisements, form letters, folders, 
booklets, street car cards, window 
and lobby display 
cards, etc., than it 
is to leave 
everything to 
the inspira- 
tion of the 
moment or 
the sugges- 
tion or whim 
of some offic- 
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er or director. 
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Reminiscent of *Peter manager or 
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charge of the 
advertising 
and new busi- 
ness efforts to get the broad viewpoint 
and the constructive attitude towards 
the advertising as a whole. 

I may be a little prejudiced on this 
point, but I believe that it is right 
here that a good advertising agency 
can be most helpful to a bank, because 
the agency has the experience and the 
technical equipment to enable it to 
plan and execute large campaigns in 
such a way as to get the maximum 
result at a minimum cost. 


HE big cotton advertisement of 
the Citizens & Southern Bank, 
Savannah, Ga., (Fig. 1) was published 
in local papers in October at a time 
when there was a great deal of discus- 
sion about the southern cotton grower 
holding cotton for a better price. 


HOFERRING to the group of 
three advertisements, (Fig. 2) my 
comments are as follows: 

Northern National Bank, Toledo— 
Unusual layout and short copy. 

Mellon National Bank, Pittsburgh — 
This is quite different from the usual 
bank “rainy day” advertisement. 

Girard Trust Company, Philadel- 


phia—It is very rarely that one sees 
in a newspaper 


an advertisement 
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soliciting the transfer and registration 
business of corporations, though there 
is no logical reason why this should 
not be done occasionally. The 
Girard Trust Company has done it 
very well. 


T! IE American Trust Company of 
St. Louis has recently started a 
special advertising campaign, the 
newspaper advertisements being illus- 
trated with views of the interior and 
exterior of the bank's building and 
the eagle and shield emblem of the 
institution. One of the early adver- 
tisements in the series is reproduced 


herewith. (Fig. 3) 
EGARDING the little single 


column advertisement headed 
“Conservative Custodian Chats,” 
(Fig. 4) F. L. Beach, advertising 
manager of the Hibernia Commer- 
cial and Savings Bank, Portland, 
Ore., wrote me as follows: 

‘| am enclosing several copies of a 
new series of advertisements we are 
running under the heading, ‘Con- 
servative Custodian Chats, and we 
would appreciate your criticism of 
this series. 

“The advertisements have been 
based on the theory that as a small 
bank we could not compete with the 
amount of space purchased by larger 
institutions in this city and that it 
would therefore be better to have 
frequent insertions of a distinctive 
four-inch column ad in place of anocca- 
sional larger display. 

This bank for many years has used 
the motto ‘A Conservative Custodian.’ 
Coupling this motto with our series, 
we are endeavoring 
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| An Ounce of Preven- 
tion Is Worth a Ton 
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the loss of your insur- 
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| Valuables of such vital 
importance should be 
protected from fire, 
theft or other loss. 
Play Safe! Rent a Safe 
Deposit Box now. The 
cost is less than 1c a day 
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humor, but it ought to be the real 
stuff. I think that the pictures in 
the Northern Savings Bank adver- 
tisement, (Fig. 5) are funnier than 
the reading matter. E.O. Norquist 
handles the advertising of that bank 
and also of the American National 
Bank, St. Paul, Minn. 

Regarding the signature of the 
National Bank, he writes as follows: 

“T am enclosing our new signature. 
for the American National Bank and 
expect to use a similar signature for 
its affiliated institution, the Northern 
Savings Bank. We are very much 
pleased with this signature. It will 
fit in just right everywhere—on our 
windows, letterheads, newspaper 
advertising, and literature.” 


EFERRING to the advertise- 
ments of the Citizens Union 








Fig. 5. Epistles from St. Paul 


with each issue to put over a short 
message which will attract attention 
in spite of a modest space.” 

My answer to Mr. Beach's letter 
was as follows: 

“T think the copy is better than 
your heading, which seems to be quite 
a mouthful. This alliteration is all 
right sometimes, but the first two 
words of your heading are too long 
for euphony. Your ‘Federal Reserve 
System’ emblem at the bottom is so 
smal! that it is not at all legible. 
However, your idea is good and I wish 
you continued success in your efforts.” 


AVINGS advertising, to my mind, 
is the one part of financial adver- 
tising that legitimately can use 








TEA FOR THREE 


The eternal triangle—and just as certainly 
as night follows day one of the three becomes 
essentially unnecessary before the final curtain. 
In the story-books the loser usually grits his 
teeth and starts in to accumulate a bank ac- 
count all by his lonesome just to show her 
what poor judgment she used. 


Of course it is hardly fair to suggest that 
the lack of a bank account makes any differ- 
ence—Love is blind, you know. And yet in 
these days the man who goes a-courtin’ with- 
out a bank account must have personality plus 
because it’s up to him to put on some pretty 
high-class fireside entertainment to keep the 
young lady interested. 





The moral of which is—In time of peace 
prepare for war. Concentrate your dollars in 
this bank before you concentrate your affec- 
tions on the young lady. : 


Citizens Union National Bank 


Jefferson at Fifth Street : 





: Louisville, Kentucky 

















Fig. 6. Making a hit with theater-goers 


National Bank of Louisville, Ky., a 

few of which are reproduced herewith, 
(Fig. 6) G. R. Ewald writes me as 
follows: 

“These full page advertisements 
were run in Louisville theater pro- 
grams. The position was opposite 
the title page of the program, the copy 
was changed each week and the ad- 
vertisement was based on the title of 
the play for that week: These 
advertisements have attracted very 
favorable attention and we believe 
that we are well justified in continuing 
this series.” 


N interesting illustrated folder to 
farmers was sent out by the 
American Bank of Commerce and 
Trust Company, Little Rock, Ark. 
Concerning it Miss Minnie A. Buzbee, 


manager of the Adver- 
(Continued on page 34) 
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A Bank that Collects the Gas Bill 


A Busy “Public Service Window’ where Customers Settle 


for their Gas, 


ERVE the people in the best 

possible way’ is the determina- 
tion of the First Trust and Savings 
Bank of Canton, Ohio. To further 
this business-winning ideal a “Public 
Service’’ window has been established 
in addition to the boys’, the women’s 
and other aggressive departments. 

The purpose of the “Public Service” 
window, which is located near the 
front of the main banking room, is to 
make it easy and convenient for cus- 
tomers of the bank to pay their gas, 
electric, water, coal and ice bills; 
their real estate taxes; their lodge 
dues: and their subscriptions to civic 
funds and recognized organizations, 
such as the associated charities, the 
Young Men's and the Young Wo- 
men's Christian Associations, the 
Knights of Columbus, and the Salva- 
tion Army. Tickets for city, chari- 
table and church entertainments, 
concerts and lectures, are available at 
the window; but, of course, tickets 
from which individuals derive a profit 
will not be sold. 

It is by arrangement with the proper 
companies and officials that the bank 
becomes a receiving agent for the 
payment of gas bills, taxes and the 
like. In each case the bank's or the 
company’s receipt is given the payee, 
and the bank thereupon assumes 


responsibility for turning over to the 
company or authorized official all such 
funds. In the same way, by mutual 
agreement, the bank becomes a de- 
pository to receive gifts pledged to 
church, and charitable organizations. 

No charge is made for any of this 
service. “The bank is happy to lend 
its space and employees for the good 
of the community,” says Frank 
Collins, vice-president. 

“We want this window increasingly 
to be a fine little clearing house for all 
kinds of charitable, fraternal and 
benevolent activities. 

“Recently by means of this window 
help was rendered the children’s day 
nursery through the sale of hundreds 
of special cook books issued by the 
Children’s Mission Society of Canton.” 

Customers readily point out their 
appreciation of the service given 


through such a department. ‘Fine, 
fine,’ they say. “It saves postage, 
time and energy.’ When they go into 


the bank to make deposits or to trans- 
act other business, it is easy for them 
to pay by check or cash any bills or 
pledges such as those already named 
or to purchase tickets for an enter- 
tainment or lecture. 

This service, thus winning the 
hearty approval of customers, natur- 
ally carries the name and good will of 


Ice, Coal, Taxes, Lodge Dues, Charities 


the bank into more and more homes, 
thereby day after day increasing the 
roll of patrons. It is this spirit of 
unselfish service, officials agree, that 
explains the fact that this Ohio insti- 
tution has doubled its resources within 
two years. 

Since this “Public Service” depart- 
ment freely offers its aid to every 
recognized philanthropic, fraternal 
and religious organization in the 
community, other bankers naturally 
inquire, “Do you escape the usual 
flood of appeals of space-sellers for 
programs and special publications 
issued by many of these organiza- 
tions?” 

“So far, the ‘Public Service’ window 
has had no immediate or direct bear- 
ing on the number of these appeals nor 
has it changed our attitude toward 
such advertising,’ answers Collins. 
“Personally, 1 don’t believe much in 
special edition and promiscuous pro- 
gram advertising. Every solicitation 
is considered purely on its own merit, 
and where there is promise of possible 
mutual gain, we do not hesitate to 
advertise. On the other hand, the 
bank offers an effective and legitimate 
service which is worth much more 
than the small amount paid to any 
organization for space in its program 
or other publications.” 


A. Budget Form That Won't Be Thrown Away 


HE reverse side of the customers’ 
monthly statement, as used by 
the Union Bank & Trust Company of 
Montana, Helena, Mont., is a prac- 


Rent and 


Received Water 


Disbursed 


TOTALS FORWARD 


tical household expense record that is 
popular with the bank's depositors. 
The form (reproduced below) has a 
greater educational value, the bank 
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Furniture 


says, thantke ordinary “‘budget 
books” because it appears regularly 
every month. The books, on the other 
hand, are often misplaced or forgotten. 
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The March de a “Million Hoofs 


From the ranges, farms and pasturelands of the 
West and Middle-West to the great stock-yards of 
Chicago moves herd on herd of cattle, sheep and 
pigs to the beat of a million hoofs. This city, the 
home of so many fundamental industries, is also the 
center of the packing industry. Meat products are 
here prepared and shipped to ports and markets 
throughout the world; people in many lands are 
served from the Chicago yards. Here, also, through 
the application of science, hundreds of by-products, 
vital to the needs of humanity, are produced in the 
packing plants. 


An industry so large and so essential to the life of 
the world requires comprehensive and modern bank- 
ing co-operation. Chicago’s banks are amply able to 
furnish such support; among them The Continental 
and Commercial Banks occupy a prominent position. 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 
INVESTED CAPITAL MORE THAN 50 MILLION DOLLARS 
RESOURCES MORE THAN 500 MILLION DOLLARS 
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THE BURROUGHS 


Your Telephone: Asset or Liability? 


Rules Made by a New York Concern Reduce Losses that 
Mark the Difference Between Courtesy and Discourtesy 


OME months ago a_ valuable 

customer of a downtown bank 
endeavored to get in touch with one of 
the vice-presidents by telephone. The 
matter was quite important and 
demanded quick action. It seemsthat 
the vice-president was away from his 
desk and the phone was answered by 
a clerk. It appears, also, that this 
clerk was having a very interesting 
conversation with two others at the 
time and was somewhat 
annoyed at the interruption. 
His whole idea when he picked 
up the receiver was to dis- 
pose of the call as soon as 
possible. 

“Hello,” he said, with that 
peculiar, but all too common, 
intonation which impatience 
gives to the human voice. 
He might as well have said, 
“What on earth do you 
want?” 

“Is Vice-president Blank 
there?’ asked the customer, 
himself somewhat annoyed 
at the clerk’s tone of voice. 

“Not here,’ said the clerk, 
with a tone of finality. 

“You mean he's out of town?” 
questioned the customer, more dis- 
disgruntled. 

“No, he's here somewhere; he'll 
probably be back in a few minutes 
you Il have to call him later.” And 
with that the clerk hung up. 

Now this customer had an account 
with another bank, which carried with 
it certain accommodation privileges 
which he had never used. Turning to 
the phone again he called up bank 
number two and in a few minutes had 
made arrangements for a loan of 
$100,000. 

Then calling in his secretary he 
dictated this telegram to Vice-presi- 
dent Blank: 

“Tried to get you by telephone 


today. Clerk answering phone dis- 
courteous. Made no effort to locate 


you and hung up receiver in my face. 
Matter of considerable importance, 
but have made satisfactory arrange- 
ments elsewhere. When you get some 
clerks who know how to answer the 
telephone, and at least be courteous 
to your customers, perhaps we can 
continue to do business together.” 


By W. M. JACKSON 


Perhaps some will consider this 
case an extreme one. But it isnt. 
Numerous cases of a similar nature — 
similar in that a customer is offended 
and business loss entailed —could be 
cited. 

There is at least one large concern 
in downtown New York that seldom, 
if ever, has an unhappy occurrence of 





“Naw. He ain't here, | tell yuh.” 


this kind —that is, lately. For about a 
year ago one of the executives, 
prompted by a bad telephone case 
that had come to his attention, dis- 
tributed to the employees the follow- 
ing observations and instructions on 
handling the telephone. Moreover, 
every new employee is required to 
study these instructions and be pre- 
pared to demonstrate his ability to 
follow them. 

“To all of our employees: 

“For the purpose of making more 
effective use of our telephone service, 
I wish to make the following sugges- 
tions which every one of our employees 
should read carefully and seek faith- 
fully to observe. 

The outside business world judges 
most of you by the manner in which 
you answer and take care of our tele- 
phone calls. The telephone con- 
stitutes, for most of you, your only 
contact with our friends or prospective 
customers. 

“Each time you answer the phone, 
the party at the other end of the wire 
forms a judgment of you. And, to a 
considerable extent, his judgment of 


you is his judgment of our organiza- 
tion. To him you are the bank. To 
him you are its official representative. 

“Now, ask yourself the question — 
What is my telephone personality — 
pleasing or displeasing? Does my 
voice inspire confidence or distrust? 
Do my words convey a desire to please 
and to serve, or do they imply 
impatience and annoyance? Is my 
whole manner friendly and solicitous, 
or is it cold and indifferent? 

“Every telephonecall which 
you handle has one of two 
results—it either attracts, or 
it detracts—it adds to our 
prestige or it subtracts from it. 

“IT have known of more 
than one instance where in- 
sufficient, peevish or discour- 
teous answering of the tele 
phone resulted in the loss for 
all time of a valuable cus- 
tomer. 

To have a good telephone 
personality you must — 

“1. Answer the phone 
promptly and pleasantly. 

“2. Put the tone of ‘How 
can I serve you? into your 
voice, and not the tone of “Now 
what do you want? 

"3. Listen carefully —concentrate 
your attention on that call—so that 
the party will not have to repeat. If 
you cant understand him use a 
courteous phrase in asking him to 
repeat—such as: ‘I’m sorry, but | 
didn't get that—would you mind 
repeating it?’ 

4. Be patient. Don't let any cir- 
cumstances, which the other party 
can know nothing about, cause the 
least suggestion of irritability to creep 
into your voice or manner. 

5. Don't start ‘bawling out’ Cen- 
tral if anything goes wrong. The 
other party may hear you and he will 
immediately size you up as ungentle- 
manly. 

6. If, inadvertently, someone else 
gets on the wire, don’t yell —‘Get off 
the wire. Signal our operator and 
ask her to set things right. 

“7. If you are not the party 
wanted, say ‘Hold the wire please, and 
I'll get your party for you.’ If the 


call is for another department, signal 
our operator and have the call trans- 
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CLEARING HOUSE 


ferred. Don't show impatience and 
sav — Operator, what did you give this 
call to me for—it’s for Mr. Blank.’ 

“8. In signalling our operator, move 
the hook up and down slowly and 
gently. She is not only more apt to 
see this signal (a rapid movement may 
make no signal at all) but itis less likely 
to hurt the ears of the caller or the 
operator. 

‘In answering the telephone, always 
give the name of your department 
first, and then your name—as for 
example —‘Credit Department, Jones 
speaking. This saves time. Never 
answer by saying ‘Hello —that kills 
time, for if you say ‘Hello’ the other 
party has to ask, ‘Is this Mr. Jones? 
And then you must reply “Yes—this is 
he, before the conversation can get 
started. Beginning immediately, this 
rule should be observed at all times. 
We have been very lax in _ this 
respect. 

“If you are not the party wanted, 
say —‘Hold the wire please and I'll 
call him.’ Don't require the other 
party to wait without knowing what 
is going on. 

“If the party wanted is out, ascer- 
tain quickly — 

a. Where he is— 

b. If in the building, whether he 
can be reached by telephone. 

c. If outside, or out of reach by 
telephone, when he will likely return. 
“If the call is transferred, stay on 

the wire until you are sure the desired 
connection is established. 

“If the person wanted cannot be 
reached, tell the caller he is out, and 
will return at such and such a time. 
Then ask whether you can take a 
message, and if not, whether you shall 
have the party telephone the caller 
when he comes in. 

“If you take a message or telephone 
number, repeat it for the sake of 
accuracy —then make sure that you 
place the message on the proper desk 
and that, in addition, the employee's 
attention is called to it when he comes 
in. 

“In this connection, it is important 
that no employee leave a department 
for over two or three minutes without 
leaving notice as to where he is going 
and when he will be back. This is 
important. 

“When a conversation is finished, 
place the receiver on the hook gently 
—do not slam it down as it may hurt 
the other party's ear. 

“Handle the telephone with care. 
It is a delicate instrument. 

“Do not talk too loud; it is not 
necessary if your mouth is no farther 
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Does Day’s Work 
In An Hour! 





RIVER FOREST STATE BANK 
CAPITAL $50,000 SURPLUS $18,000 


: JOHN W. BROUGHTON PRESIDENT 
5 JON BB. PIGOGOT VICE-PRESIDENT 
JOHN A. KLESERT CASHIER 


Rover Forest, luuxorm 








November 11, 1920. 
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Addressograph Co., 
aw 901 West Van Buren St., 
Chicago, Illinois. 
ees Gentlemen: 
Our Addressograph is always ready to do a 
Rae aera day's work in an hour - and never asks for a day off. 








Its maintenance cost is so small that we are ashamed to 
issue a check in payment for your statement. 


Besices its speed, neatness and accuracy, we 
figure the Addressograph saves us considerable money in 
the course of a year. 


Cordially yours, 









JAK *ANIG Cashier. 














Clip and Mail anita TRY IT YOURSELF 


Your Letter Head FREE FOR 10 DAYS! 


PLACE CHECK MARK IN SQUARE 


. a NEXPENSIVE typewriter-size Addressograph will 
Without cost or obligation, ee 4 % 
send me your typewriter-size do for you what it accomplishes for the River 
Addressograph for 10-day free Forest State Bank and thousands of other banks, 
ham ite ig names from my list large and small—save time and money—release your 
ee gl clerks for more important work. 
Without cost or obligation, = , ae : 
gundl hoatiies Westen Chtieenns Prints exact typewriter style type, through ribbon. 
own story on Building Bank Heads up statements and ledger sheets. Prints names 
Business. and data on all forms. Addresses advertising that 
O Tellus what banks in our builds business. 
cality use / ressogra = 4 . 
ee — 15 times faster than pen or typewriter! Error proof! 
a scales bail Cost less than typewriter—easier and more economi- 
CJ OS ee ce cal to operate. To get free trial, just check and mail 











coupon with 30 names from your list! 


Sales and Plate Embossing Stations in 50 cities 
W. Van Buren St. roadway 
“ang Addresso Pi wits 


CANADIAN HEAD OFFICE: 70 Bay St., TORONTO 
| Montreal Ottawa 
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FIVE MINUTES A DAY 


is all that is required to compile the complete record of 
INTEREST EARNED BUT NOT COLLECTED 


and 


DISCOUNTS COLLECTED BUT NOT EARNED 


on the Cresstone forms especially designed for this purpose. Several hundred banks have been using 
this system with ease for two years and it has been approved by several Federal Reserve Banks. 

Forms are comprehensive and compact, being 6” x 9” and by unique arrangement accom- 
modate nine different interest rates. Stock sheet provides for 4, 4144, 5, 54, 6, 644, 7 and 8% rates 
and one blank column. Can also be furnished in any combination of nine rates without additional 
charge. 

One year’s supply with durable flexible ring binder and complete instructions for installation 
and operation sent upon approval. Ask for sample sheet of our new Bond and Security record. 


Interest Earned Outfit, Complete $10 


CRESSTONE COMPANY asteaes tite Bee 























Are the leading banks in practically 
every state using our home savings 
banks? Why do we sell more home 
banks than all other manufacturers, 
combined? 


BECAUSE 


Our home banks have been proven, by fifteen 
years’ test in service, tc be: (1) the most 
reliable in structure, (2) the most practical in 
design, (3) the most attractive in appearance. 
They are the most popular with depositors 
and the most productive of new accounts and 
deposits. 

AVOID 
Inferior home safes and safes of freak novelty 
type; they are no credit to a bank—a waste 
of time, money and opportunity. Experience 
has proven this. 





(November 23, 1920) 


5583 Banks 


In over 3,000 cities and towns, representing 
every state, are using our modern home 
pad s; and the number is increasing daily. 











Made By U 


16 aeconnise 12 NON-RECORDING 
| SIX STYLES FOR FOREIGN USE | 


In addition to our famous recording safes, we 
make more BOX SAFES than all other manu- 
facturers combined. Our BOX SAFES are 
of modern design and structure. 


Our Home Safes are a PROFITABLE 
INVESTMENT — Not an Expense 
This is proven by the fact that banks which 
adopt them continue to use them permanently, 


ordering additional supplies from month to 
month and year to year. 


The Automatic Recording Safe Co. 
Manufacturers of ALL styles of Home Banks 
CHICAGO, U.S.A. 
(ESTABLISHED 20 YEARS) 
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than two or three inches from the 
transmitter and directly in front of it. 
Extremely loud tones do not carry as 
well as natural, conversational ones. 

‘Have a convenient place for the 
telephone book. It should never be 
necessary to have to go around looking 
for it. Take care of the book. Lately 
I have noticed a number of our books 
very badly mutilated. There is no 
excuse for this. 

“Keep the telephone cords 
untwisted. 

“It should be well understood who 
is to answer the telephone or tele- 
phones in each department. If the 
only phone is the one on the depart- 
ment head's desk, someone should be 
designated to answer it in his absence. 
Above all things, our telephones must 
be answered promptly. 

“The telephone is a great conven- 
ience—a remarkable time saver—a 
real business-getter. It is absolutely 
indispensable to modern business. 
Remember this at all times and never 
allow yourself for a moment to regard 
it in the light of a nuisance or as some- 
thing that interrupts you or takes you 
away from some pressing duty. Tak- 
ing care of our telephone calls is a 
real, a vital, part of your duties. 

“Let us all endeavor in every way 
to make the best possible use of our 
telephones.’ 


A Few Tricks of the 
Forger’s Trade 


(Continued from page 7) 

over the original amount the sum 
desired. The effect was to draw at- 
tention to the heavy printed char- 
acters and cause the fainter lines to 
be overlooked. Portions of the origi- 
nal words remaining may be seen, not 
being removed in whole for fear of too 
much discoloration and roughening of 
the paper. This condition escaped 
the paying teller at the time and the 
fraud was not discovered until some 
other suspicious circumstances con- 
nected with the matter attracted 
attention to it. 

In Plate 6 we have four very 
different types of characters taken 
from two standard makes of machines, 
and yet both are modern and of the 
same general style, being the standard 
pica. 

In banking as well as in other lines, 
it is well if one gets a “hunch” that 
there is something wrong with an 
instrument being handled, to follow 
it up with an investigation. Thus 
it is possible to forestall many tricks 
of the forger. 
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When Business Backed 
Rural Credit 


(Continued from page 19) 


$10,000,000 in crops to the state 
production. These figures have been 
checked over and verified by various 
agencies and are conservative esti- 
mates. Indirectly they have, by whole- 
some competition, forced many 
country banks to take on a line of 
agricultural credit. 


Cole started in to make two blades | 
of grass grow where only one grew | 
before, by putting up money with | 
which the farmer could buy what he | 


needed. He has not only succeeded 
in that but has also built up a huge 
business that promises to pay regular 
dividends. The Farmers Fund en- 
courages intelligent individual effort. 
Through it many farmers have learned 
that they can, by the judicious use of 
credit, greatly enlarge their farm 
business without materially increasing 
their overhead expense. Cole says 
the Farmers Fund intends to keep on 
supplying New York farmers with 
the money with which to do this. 
Conditions in New York are not very 
different from those in other states. 
The vlan might work in your state. 


So! Here Is Glorious Winter! | 


(Continued from page 14) 
Lumpkin’s is still there, not because it 
is a shrine where I was wont to make 
many a pilgrimage, but because it 
may be lucky enough to shelter some 
snowshoe prowler who may read these 
lines. 

I can assure you the Tuque Blue is 
very ancient and honorable, Mt. 
Royal divine, and Lumpkin’s steeped 
with memories, but any bunch of 
home folk, any moonlit hillside, any 
spruce-encircled nook with a lively 
fire and giant coffee pot is a close 
rival. For the younger crew, I say it 
lightly, it’s a cat-like and wiry chap- 
eron who can keep in the shadow of 
the main herd. Underfed and weary- 
eyed as he may be, the bank clerk 
may see here a gleam in the offing. 
After a canny look at the number of 
iron men set against some promising 
villager, let him invite the customer's 
daughter to a snowshoe run. Verily, 
the mother of the village belle will 
lift aloft her head and examine the 
young man through her $1.98 lorg- 
nette, but if you aim to be the first 
chosen give her the dog-eye at the 
Opening. By being thus alive but 
wary many a bank clerk has short cut 
from lst to 3rd on account of the old 
gentleman talking to the bank umpire. 
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Counts the Coins 
In More Than 3200 Banks 


Wherever coins are counted there is need fora COINOMETER. This little machine 
counts and packages your pennies, nickles, dimes or quarters with lightning speed and 
absolute accuracy. The COINOMETER is in daily use in more than 3200 banks and it 
is more than paying for itself in time saved and errors eliminated. 

Anyone can operate the COINOMETER. Pour in the coins of any denomination up 
to a quarter, turn the handle, and the COINOMETER does the counting at the rate of 
800 coins per minute—48,000 per hour. 

“Through the daily use of the COINOMETER, we find that it 
saves us the services of at least one employee,’ writes L. P. Smith, 
| Vice-president, Central Savings Bank, Detroit. 


FIVE DAYS FREE TRIAL 
7 Let us send you a COINOMETER for five days free trial without cost or obligation 
to you. Put it to work in your counting room and if, at the end of the five-day period, 
you are satisfied that it will be a profitable investment for you, keep it; if not send it 
back at our expense. 

Write for further information 


COINOMETER COMPANY 


Manufacturers of Coin Counting and Sorting Machines Since 1912 
25 Atwater St. Detroit, Michigan 
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“Our 3 3 FAULTLESS 


Machine Posting Binders 
Save Us Lots of Time” 
Oval shaped posts release 


—so said an official of one of the largest 
banks in the country. After an exhaustive 
search, the FAULTLESS Turning Post 
Sheets cannot slip. There ; , a i j 
rae in ra Ao Pn Binders were selected as the ideal equip- 
sion for easy manipulation ment to meet their break-neck-speed con- 
of sheets. Adjustable and 4s ith ? E 
detachable ratchet stands. ditions wit pel fect ease. 


STATIONERS LOOSE LEAF CO., Chicago, Milwaukee, New York 


Write for 
Circular T. P. B. 
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“NON-SLIP” 
Posts 


Capacity—200 to 1100 Accounts 
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‘Machinery does it now, Miss Jones’’ 


When I started in the business, keeping books was slow, painstaking 
work, although we all took pride i in it. 


Now this office has machinery for bookkeeping, posting and cus- 
tomers’ statements, all done quickly and accurately. 


You will use as much ledger paper in one day, Miss Jones, as I used 
in a month. In fact, the very paper you use has become a vital 
factor in your day’s work. 


BUYERS LEDGER 


A strong, moderate-priced paper for machine bookkeeping and statement work 





“Buyers” is the identifying trade-mark for this ledger paper; it is the 
mark of the paper maker, not the jobber, converter or stationer, 
The mill holds itself responsible for the maintenance of the“‘Buyers” 
standard in ledger paper. 


Any printer or stationer can supply Buyers Ledger 
in your work; it is distributed nationally. 


FREE TRIAL SHEETS—If you wish to experiment in your own office, without 
obligation whatsoever, send for 25 Trial Sheets of Buyers Ledger cut to 12x12 inches 
(standard package; if other size is desired, please specify). You decide whether 

Buyers Ledger will help your operators get out the work. 


CHEMICAL PAPER MANUFACTURING CO. 


Holyoke, Massachusetts 
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Letters that Pulled 380 
Accounts 
By J. VINCENT CORRIGAN 


Manaser, Publicity and New Business Department, 


Atlanta Trust Company, Atlanta, Ga. 


ples banker cannot reach the 
public personally. That public, 


however, iS sensitive. It goes where 


it is invited and stays only where it is | 


well treated, to borrow the phrase of 
a well-known advertising specialist. 

Of all the forces yet discovered to 
do the work of personal solicitation, 
direct mail (letters) is one of the most 
effective. 
we, at least, have drawn, because one 
little direct letter campaign produced 
255 new accounts in September and 
initial deposits of $15,702. The first 
thirteen days in October showed 125 
new accounts approximating $5,000 
initial deposits. 

The figures quoted are not impres- 
sive, perhaps, to banks that number 
their depositors by the tens of thou- 
sands, but they are nevertheless 
remarkable when measured by the 
size of our institution. We are com- 
paratively small as banks go, even in 
Atlanta, having only one window for 
receiving and paying, and approxi- 
mately fifteen employees. 

The letter is an effective substitute 
for the personal interview because it 
can carry far more economically, and 
can include personality, persuasion, 
and power. Its influence can be 
multiplied in a manner not possible 
with the spoken word. 
you can talk to your prospect almost 
as humanly as if he were sitting beside 
you. You can even address him as 
“Dear Mr. Jones” or as “Dear Jack.” 

Another advantage is that it can 
be timed so as to reach the prospect 
when he is in a most receptive mood 
and most likely to respond. 

The direct letter gets undivided 
attention, such as is impossible with 
any other advertising medium, which 
in itself is one of the most essential 
and productive elements. 

Along about the time when a large 
number of employees were to receive 
an increase in their salary, together 
with a “back pay” remittance, the 
following campaign was adopted: 

First of all, to carry on this cam- 
paign most effectively and to tie it 
up individually with our institution, 
it was decided to use direct letters. 
This called for a complete mailing 
list of the employees. There was no 
One source where this could be ob- 
tained. It might have been procured 
by going to the officials of the various 


That is the conclusion that | 


Through it | 
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The Pennsylvania Com- 
pany for Insurances on 
Lives and Granting An- 
nuities, Philadelphia, has 
been using Mann Yale 
Lock Loose Leaf Ledgers, 
as illustrated above, for 
many years. 








Absolute security 


to your loose leaves 





YALE lock, which is a part of 
the binder, holds every leaf as 


securely as though they were in a 
bound book. 


Only the man who holds the Yale key 


can insert or extract a leaf. 


These Loose Leaf Ledgers are all you would expect 
ofa Mann Product—made of steel, 100% expansion; 
of finest quality paper; with durable binding. 


Further information and illustrations sent on request. 


Blank Books—Bound and Loose Leaf—Lithographing, Printing, 


Engraving—Office Stationery and Supplies 


WILLIAM MANN COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 


New York Offices: 261 Broadway 


) 











tubular stands. 











Universal joints enable your operators to adjust the light to any desired position. 
especially constructed 





IVANHOE 


Post-o-Lite 


Light on the Work—Lightens the Work 


The Ivanhoe Post-o-Lite will relieve your bookkeeping machine operators from eye 
strain. Adding and Posting is made faster and more accurate because the light is 
focused exactly where it is needed, eliminating errors due to poor light and glare in 
your operator’s eyes. 


ADJUSTABLE TO ANY POSITION 
Portable and 


for use with Burroughs, Multigraph, or any other machines equipped with 
Equipped with Non-breakable Shade, eight feet of cord and plug. Sent with- 
out obligation on 5 days approval. 


Finished in Nickel at $15.00; Black, $13.00. 


POST-O-LITE SALES COMPANY, 69 State Street, DETROIT, MICHIGAN 


F. O. B. Detroit. 
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Oplex Signs 


HE raised, snow-white, glass letters of an Oplex 
Electric Sign Harmonize with the most stately build- 
ings both day and night—raised, white letters by day, 

solid letters of light by night. 


Let us suggest an Oplex Sign for’ your building. 


THE FLEXLUME SIGN CO. 


Pacific Coast Distributors 
Electrical Products Corp. 
Los Angeles, Cal. 


ELECTRICAL ADVERTISING 
1434-44 Niagara St., Buffalo, N.Y. 
Canadian Factory 
The Flexlume Sign Co., Ltd. 


Toronto, Ont. 























Saves Time for Busy Bankers 
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Separate compartments for 
listed and unlisted items— 


1. For checks not listed. 

2. For checks listed. 

3. For deposit tickets not 
listed. 

4. For deposit tickets 
isted. 


The faster the left hand turns up the items the faster you can list them. 
Every minute and every motion can be made to count if you use a Coleman Time- 
Saver Check and Deposit Tray. 
The ideal way to keep checks or deposit slips arranged in convenient order to facilitate 
listing or posting Enables the operator to save many minutes of valuable time each 
day, and to avoid dropping or confusing items handled. No delay for tellers or clerks; 


the left hand turns up items as fast as the right hand lists them. Apply the principle 
of the currency drawer to your bookkeeping methods. 


Thousands of banks all over the country use Coleman Time-Saver 
Check and Deposit Trays. Many large banks have equipped all 
machines. No bank too small to use profitably. 


IMMEDIATE DELIVERY FOR A LIMITED PERIOD 


Price $9.85 f. 0. b. Detroit, Mich. 


Coleman Time-Saver Company 


1014 Dime Bank Building DETROIT, MICH. 


| coupon. 
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companies and asking for the list, but 
the majority of these officials were 
represented on the board of some 
other bank. Therefore, in approach- 
ing them it would be practically the 
same as feeding raw meat to a dog. 
Unfortunately, for me, not one of 
these officials was on our directorate. 

However, in the face of all these 
difficulties, the lists were obtained. 
Quite a few of them were incomplete, 
and in scme instances, did not show 
the home address. The occupation 
was shown in each case — which helped 
considerably in running down the 
home address in the city directory. 
They were then compiled on 3 by 5 inch 
cards arranged alphabetically to avoid 
duplication, and checked against our 
present savings depositors. 

A copy of the first letter sent to 
this list is reproduced herewith, not 
as an example of good letter writing, 


| but merely to illustrate how the plan 
| was carried out in full detail. This 


letter was mailed so as to reach each 
of the employees two days before 
pay day. 
“Dear Mr. Jones: 

“It may be a little easier to spend 
than it is to save, but think of all the 
things you could do with money in a 


| Savings account! 


“To encourage thrift and help the 
fellow who is anxious to help himself, 
we are presenting an _ attractive 
‘Penny-to-a-quarter thrift bank abso- 
lutely free with every new savings 
account of $1 or more. 

“Put away at least a part of your 
back pay remittance, so that at the 
end of the year, especially at Christ- 
mas time, you will have something to 


show for it. 


“Bring in your pay check. We'll 


_ be glad to cash it for you or credit 


any part of it to your account. 
“Remember, one of our splendid 


| little banks is yours for the asking — 


a real help for you if you are anxious 
to help yourself. 

“Merely present the _ enclosed 
Yours for thrift.” 


The second letter, which is also 
reproduced, was mailed to catch the 
second pay day: 

“Dear Mr. Jones: 

“When Christmas comes around 
this year, will it find you any better 
off, financially, than you were a year 
ago? 

“Maybe you have received an in- 
crease or two, but have you anything 
to show for it? 

“The surest way to keep out of 
debt is to save. The fellow who does 
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*‘When the foreigners and illiterates of our town 
learned that we used Inkless Finger Prints, it was 
surprising how many new accounts started in our 
Savings Department—how much new business we 


I vicked up. 


“They seemed to pass the word along that no wit- 
nesses were needed—that their transactions with 
us were secret—that there’s no chance of fraud. 
It’s been great advertising for us.” 


They’re Safe 


Many other Cashiers and Tellers have also 
told us that Inkless Finger Prints “lend 
an added sense of security to illiterates 
that can’t be beaten.” 


Indispensable 
Infallibility of Identification 
Insurance—From the Moral Effect 
Standpoint 
Advertising that ‘‘Pulls’’ 











Write Us Today 


Bauder Identification Co. 


Astor Trust Build*2g, New York 











Your Addressing 


—and statement headings, and 
other banking jobs will be done 
quicker, simpler, neater with the 


Standard Addressing Machine 


Your stenographer cuts the dur- 
able stencils on her typewriter, and 
inserts them in the card index 
holder. The entire operation is done 
in your office, enabling you to 
change or correct the list of your 
clients in a minute and without out- 
side assistance. 

The “Standard” prints visibly, 
duplicates, or skips, or repeats at 
will of operator. Prints 1,000 to 
1,200 pieces an hour. So simple 
that any boy can operate it. 


It Prints, Too 

The “Standard’’ is practical. It is ideal 
for post cards, notices and small business 
forms. Once you try this feature, you will 
never be without it. 

Send for descriptive literature, showing 
how your addressing can be expe dited. 

Some prom 'sing territory open. Only re- 
sponsible parties need apply. 


SMART ADDRESSING MACHINE CORP. 


Dept. 50, Goodell and Main Sts., Buffalo, N. Y. 


NEW YORK OFFICE, 100 WILLIAM STREET 























not save is generally broke. The 
man who saves is a happier and more 
contented fellow because he knows 
he is getting ahead. 

“Decide today that you WILL save 


a few dollars each pay day from now 
| on. 


“Bring in your pay check and start 
an account and secure one of our 
attractive “‘Penny-to-a-quarter’ thrift 
banks absolutely free. It will help 
make your spare pennies, nickels, 
dimes and quarters grow into dollars 
quickly. 

“It will help you if you are anxious 


| to help yourself. 


Yours for thrift.” 


The results we have already received 
from this list have far surpassed 
our utmost expectations, and have 
proved conclusively that even though 
it did require a bit of time, thought, 
energy and hard work, it was well 
worth while. 

The following is another case where 


| we attained a mailing list of approxi- 


mately 300 names of men who were 
also to receive an increase in salary 
and a ‘back pay” remittance. It may 
prove of interest because the list was 
of acharacter entirely different from 


| the case illustrated above. 


A copy of the first letter to this list 
is reprinted below. 


“Dear Mr. Jones: 

“There is no secret about making a 
success in life so far as money is 
concerned. ‘The secret lies in getting 
started early, practicing thrift from 
the beginning and preparing for the 
one great moment of opportunity 
when it comes along. 

“Are you preparing for the time 
when you will complete your training 
—to take advantage of some oppor- 


| tunity that will mean more out of 


life than a bare living? 
“Instead of spending all of your 


_ back pay remittance, why not put at 


least a part of it in a savings account 
so that you will have it in case of need? 

“To encourage thrift and help the 
fellow who is anxious to help himself, 


| we are presenting an_ attractive 





‘Penny-to-a-quarter thrift bank ab- 
solutely free with every new savings 
account of $1 or more. 

“One of these little banks will not 
only help you to save, but will also 
furnish a safe place for your small 
sums until it is convenient to make a 
deposit. 4 

“Bring in your next pay check. 
Start an account. Remember, your 
future depends on getting started now. 

Yours for thrift.” 











Use This Machine and 





Watch Your Footings 
INCREASE 


JNCREASE your deposits. 

Keep in touch with your 
customers. Reach out after 
new business with clean- 
cut, strong, direct advertis- 
ing. You cando it now at 
a fraction of the cost of 
printing. You can duplicate 
form letters, bulletins and 
forms—typewritten, hand- 
written, and illustrated — 
without setting type, 
without delays, almost 
without cost, with a 


ROIOSLAER 


Used by growing banks every- 
where. Anyone can operate it. 
50 to 75 copies a minute and at 
a cost of 20c per thousand. 

We have many samples of bank 
letters and advertising matter— 
successful ideas that other banks 
are using with profit. Write for 
copies of them. 


FREE TRIAL 


The Rotospeed with complete equipment, will be 
sent to you on Free Trial. Use it. Try it out. 
Compare it with any other duplicator at any 














price. It will save its cost before you 
have to decide whether to keep it or not. The 

‘ : Rotospeed 
Mail the coupon for book- _ 


let and detatls of this 
unusual Free Trial 


Offer. 


494 E. Third St. 
Dayton, Ohio 


THE Send at once with- 
ROTOSPEED or i 
COMPANY out obligation to us 

494 booklet samples of 
E. Third St. bank advertising and 


Dayton, 
Ohio 


details of 
Trial Offer. 


Rotospeed Free 


Name —— a 





Address— 
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Perfectly Adapted to All Systems 


“We have found Typo- 
count the best grade of 
paper we have ever 
been able to get a hold 
of, and we wish all 
our customers would 
use it.’—A maker of 
Bookkeeping Ma- 
chines. 


writer. 


WHILE this Ledger 
Paper is made for use in the modern 
bookkeeping machines, it will work 
equally well in your regular type- 


and Statement 


LEDGER Sheets of Typocount are 
pliable enough to be easily inserted 


or removed from the machine, but stiff 
enough to stand upright in the file 
binders without ‘‘slumping.”’ 


ASK for free test 
sheets and a sample 
book of the first paper 
ever made for machine 
bookkeeping—T Y PO- 
COUNT. 


TYPOCOUNT erases perfectly, and 
will not wrinkle, tear or show soil. 
It is the best paper made for ma- 
chine bookkeeping. Introduce it into 
your office. 


Byron W eston Company 
Dalton, Mass. 
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ONGHAR T CO.CHOO- VAY 


| Size 2 1-2 x 1 3-4 inches 














TEACH YOUR PEOPLE 
THE HABIT OF THRIFT 


At 65¢ an account, how many will you buy? 
We will show you the way. 

Use this Home Bank and build your Savings 
Business. It holds from $18.00 to $25.00 in 
coins and bills and is equipped with our 
Patented Gripping non-return coin slot which 
cannot be picked. Itislarge enough to be attrac- 
tive and easily carried to the Bank. 
Days we will offer our 


REX BANK 


at 65c each in lots of 500 and over. 

Wrive fo ~ special prosenition on orders for 1000 or more Rex 
n to be delivered during the year as your needs 

require. 

Get ready for the Holidays and Natic yal Thrift Week, 

January 17-24, 1921. Orger shes b Send for our 60- pag age 

catalog of Savings Banks, hitvartioien Specialties 


From ete oa to you. 


STRONGHART COMPANY 


1512-16 S. Wabash Ave. CHICAGO, ILL. 


For Thirty 


— - — — _ —— 
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As a result of our first letter, we 
obtained eighteen new accounts, which 
can be considered exceptionally good. 
The second letter, which is also re- 
printed below, has so far produced 
twelve more. 


“Dear Mr. Jones: 

“[ knew a young man who drew 
wages of from $5 to $10 a week more 
than his room, board, clothing and 
laundry cost him. 

“For several years, he frittered 
away this $250 to $500. As a general 
thing he had practically nothing to 
show for this expenditure after the 
money was gone. He had no fixed 
purpose — no definite ideal. 

“Surely you have some definite 
purpose in life. The only sure way 


| to accomplish it is to save regularly. 


“Whether or not five years from 
now you are going to look back upon 
the time you could have saved, and 
did not, depends on whether or not 
you Start now. 

“Start an account this pay day — 
even if you cannot afford more than 
$1. Don’t put it off any longer. 
One of our attractive thrift banks will 
make saving a simple, easy, pleasant 


| habit that will produce good results. 


‘But there must be a start. 
Yours for thrift.” 
The reason the first letter proved 
such a splendid account getter may 
be explained in a few words. In the 
first place, every one of the men who 
received it were training to qualify 
for a better position. Therefore, in 
order to make a most striking appeal, 


| we hit upon the idea that they would 





capitalize upon the time when they 
would have completed that training. 

The combination of these lists 
furnishes splendid material for further 
productive follow-up. They consist 
in the whole of some five thousand 
“better paid employees” whose sal- 
aries have just been raised, and (in 
this time of price reductions) whose 
salaries will remain where they are 
for a long time to come. 

In some towns, through the co- 
operation of list and letter com- 
panies, it is possible to obtain any 
kind of list. In the smaller towns, 
however, there is no such luck. For 
this reason, it simply means that it 
is a much harder job to get a list, but 
when it is obtained, it is naturally a 
better list because of its originality, 
and the fact that no one else is 
using it. Ifthe letter is right, and the 
list is right, good results may reason- 


| ably expected. 
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“Well Pleased With Its Results” | 


\fr. O. J. Anderson 
New Canton, Ill. 
Dear Mr. Anderson: 

The writer is very glad indeed 
to say a word of recommendation 
about the American Almanac Cal- 
endar, a supply of which you have 
old this bank for a number of 
vears. 

We believe it to be a very prac- 
tical and instructive advertising 
medium, and have no hesitancy in 
saying that we have been well 
pleased with its results. 

Wishing you continued success, 
we are, 

Very truly yours, 
(Name on request) 


“5000 for Next Year” 


\merican Calendar Co. 
Greeneville, Tenn. 
Gentlemen: 

In reply to your favor of the 
12th requesting me to advise what 
results we have had in using the 
Bankers Calendar, published by 
your company, I beg to advise 
that at first this did not appeal to 
our committee, and we only 
bought, as you remember, a limit- 
ed number, but have seen fit to 
increase our order quite materially | 
each year. | 

We consider this to be the best 
advertising medium we use, and it 
gives me great pleasure to recom- 
mend it. 

You may enter our order for | 
5000 for next year. | 

| 





Very truly yours, 
(Name on request) 


with the 





ial National Bank 


Raleigh, North Carolina 


Resources: Seven Million Dollars 


Conservative in holding fast to those financial 
principles which experience has proven sound 
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‘The price of the Ramoa's Brownie 


Our Little Brownies 
aS w' TI CASTERS 





























Build Good Will for Your Bank 
AMERICAN ALMANAC CALENDAR 








An Effective Advertising Medium 


HEN one banker writes for the exclusive right to the use of the American Almanac Calendar for his 
territory, and another increases his previous order, and still another tells us that he considers it the best 
advertising medium for his bank, it proves our contention that the American Almanac Calendar actually builds 


and maintains Good Will for Banks. 


Holidays, dates of important historical events, weather forecasts, parcel post rates, and various other in- 
formation listed on its pages are items of daily interest in almost every home and the chief reason for its effec- 
tiveness lies in the fact that it is appreciated, valued and put to practical use wherever it is distributed. 


Many banks use the American Almanac Calendar as the lead for their yearly advertising campaign. The 
reason for this is obvious from a glance at the above reproduction of one of its pages. At the top of each page 
is the advertisement of your bank. Every glance at the calendar serves as a reminder that it was through your 
thoughtfulness that all the interesting and valuable information contained on its pages was made available. 
Every day of the week—every week of the year your message is prominently displayed in the most convenient 


“Very Valuable Advertising 
Medium” 


Mr. C. J. Williams 
Independance, Kansas 
Dear Mr. Williams: 

This is to advise you that we 
have used your calendar called the 
“American Bankers Calendar” for 
the past two years and we are glad 
to renew ourorder for another year. 

We consider this to be a very 
valuable advertising medium. Our 
experience has taught us that farm- 
ers appreciate this calendar very 
much and take it home with them 
to keep during the year. We 
have had a number of calls for ad- 
ditional calendars this year and for 
that reason we are ordering a lar- 
ger supply for next year. 

Very truly yours, 
(Name on request 


“We Want Exclusive Right to 


Calendar” 
American Calendar Co, 
Greeneville, Tenn. 
Gentlemen: 

We want the exclusive right to the use 
of your calendar in this city for next year. 
We have been using this calendar this year 
and just as soon as we can get in touch 
with your representative we expect to 
order 2000 for next year. 

Very truly yours, 
(Name on request) 


“Made a Hit With the Farmers” 
Mr. J. F. Parker 


Dallas, Texas 
Dear Mr. Parker: 

I have your letter of the 10th, with 
reference to the Almanac Calendar, and 
you may enter our order for 1000. 

I will state, for your satisfaction and 
information, that this calendar made quite 
a hit with the farmers and we are glad to 
give you this repeat order. 

Very truly yours, 
(Name on request) 


location in the homes of your community. 
Limited to One Concern in 
value, too. 


when other methods of advertising have failed. 








Each City 


Ihe fact that its use is limited to one concern in each city greatly increases its 
Many potential depositors, on seeing the calendar in the home of their 
friends, are brought to your bank through their efforts to secure one for themselves 


_. That those banks now using the American Almanac Calendar are thoroughly 
satisfied with results is best proved by the many repeat orders received each year. 


Sign and mail the attached coupon for prices and further information 


AMERICAN CALENDAR CO., Greeneville, Tennessee 


American Calendar Company 
Greeneville, Tenn. 

Please send, without obligation to me, full infor- 
mation and prices for the exclusive right to the use of 


the American Almanac Calendar in this city for the 
year 1922. 


tO 
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Use Our 
Ceaselessly 
Operating 

Transit 


Department 


By routingyour Eastern 
items through us and 
using our twenty-four- 
hour Transit Depart- 
ment you are taking 
advantage of a highly 
specialized service and 
at the same time saving 
both time and money. 


Years of experience, 
complete organization, 
a private telephone wire 
to New York, private 
telephone-telegraph 
wire to our local tele- 
graph offices, together 
with a ceaselessly oper- 
ating Transit Depart- 
ment enable us to give 
unequalled service in 
collections. 


Items at par for corre- 
spondents ; no charges for 
telephone transfers. 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA. 











BANKERS 


CONSTRUCTION CO. 


DENVER, COLO. 


‘Importance of An Adver- 
| tising Plan 


(Continued from page 21) 

tising Department, said: “I have 
made this in story form because 
[ felt it would be more read- 
able and more likely to attract the 
farmer's interest. While covering 
practically the entire field of banking 
service, I have refrained from using 
technical terms and unusual words, 
but have adhered to very simple 
language so the most ignorant farmer 
could understand it.” 


NE of the biggest advertising 

problems that confronts the 
banker and also one of the most 
profitable ways in which advertising 
efforts may be directed, is the awaken- 
ing of dormant savings accounts. 

A very successful campaign along 
this line was recently conducted by 
the Tacoma Branch of the Bank of 
| California, N. A. 
| E. R. Robbins, assistant manager, 
writes that thirty days after the 
last communication was sent to a list 
of about 1,300 accounts, a check up 
showed that 399 of these accounts 
| showed an increase in deposits, 79 a 
decrease, and 43 were closed out. 

Three form letters were sent to the 
list and two leaflets. The first letter 
read as follows: 

“Dear Sir: 

“We regret that we have not had 
the privilege of receiving deposits in 
your savings account regularly. 

Co-operation between you and the 
Bank of California will build up a 
substantial balance for you. Our 
part is to pay 3 per cent interest, 
compounded in January and July, on 
your money. 

“From the start you planned, no 
doubt, to keep adding regularly to the 
principal. But something happened 
to make you change your plans 
temporarily. 

“Fortunately it is not too late to 
make a new start. 

“All of us appreciate the advantages 
of having money in the bank. The 
more money the more advantages. It 
will be easier this time to keep money 
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Barshal “Security’”’ 
Safe Deposit Boxes 


Put Safe Deposit Banking 
On a More Profitable Basis 


A business burdened with 
Overhead cannot earn a 
profit. The long standing 
affiiction of safe deposit 
banking--overhead for in- 
vestment in unrented 
boxes and big initial cost-- 
is eliminated by the unit 
construction of Barshal 
**Security’’ Safe Deposit 
Boxes. 


Five standard units of 
uniform depth, width and 
height enable you to start 
your installation with one 
or more units. These 
units build up horizontally 
and vertically in perfect 
alignment in the space your 
vault permits. Thus they 
provide an avenue for future 
growth and lesser overhead. 


Quantity output enables us 
to produce boxes with strong 
welded cases, Yale & Towne 
cast bronze, guardkey locks 
and heavy Bessemer steel 





plate doors at much lower 
than ordinary prices. And 
we guarantee to ship stan- 
dard units within 30 days 
from receipt of order. 


All obstacles to your getting 
the profits of safe deposit 
banking are removed by 
Barshal ‘‘Security’’ Safe 
Deposit Boxes. There is a 
Barshal representative in 
your locality who will call 
promptly and explain how 
Barshal service rents more 
boxes. 


The Barshal Line includes 
Built-to-Order Metal Furniture 
Steel Filing Equipment 
Ornamental Iron and Bronze 
Work 


FAL QUIPMENT og 


CLEVELAND. © 
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M ERALITE 


The National Desk Lamp 
YOuR eyes need a light correct in 


* quality as well as quantity, Day- 
light is the best for the eyes because 
Nature has made it perfect in quality 
and diffusion. The new 


| 
Daylight Attachment 
| 





converts ordinary electric lights into 
nates eye strain. 


Emeralites enhance the appearance 
of any office and are adopted as 
standard equipment for those who | 
appreciate the importance of proper 
lighting. Emeralites for every reading 
or writing need, 
electrical dealers. Send for a sample 
Emeralite on 60 days trial. 


H.G. McFADDIN & CO., 
40 Warren St., New York 
Hy 
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soft eye-saving daylight and elimi- | 
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At office supply and 
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WAIHI 
ARCHITECTS ENGINEERS WHI 
AND BUILDERS OF BANK 
BUILDINGS AND EQUIP- 


MENT EXCLUSIVELY 


AT A PREDETERMINED AND GUARANTEED 
ESTIMATE OF COST, THIS ORGANIZATION 
EXECUTES CONTRACTS AND PROVIDES 
A COMPLETE SERVICE WITH UNDIVIDED 
RESPONSIBILITIES. 


















going regularly to your bank account. 
| The second start is always easier. 

“But the new start should be made 
at once, even though your next 
deposit is comparatively small. 

‘““May we not greet you in person at 
the receiving tellers window soon? | 
If it is inconvenient to call, currency ~ i mnentcan be applied to 
vans Meeps fit Miers gaaigam at 
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Inquiries Invited 
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The titles of the two folders were 
“Two Secrets of Successful Saving” 
and ‘The Used Pass Book is Better.” 
The latter was illustrated with two 
pictures, one showing a new account 


a bank's pass book was used the more 
valuable it was to the owner and to the 
bank. 


“QAOME Fair Questions for the 
Investor”’ is the title of a full page 
newspaper advertisement published 
by the Herkimer County Trust Com- 
pany of Little Falls, N. Y. 
Here are the fair questions: 
THE PRODUCT 
(1) How long established? 
(2) Has it gone through success- 
fully a period of depression? 


The argument was that the more | 


Thirty-five 
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with only one deposit entry and the | addresses 
other was a soiled and used book with | Addresserpressed 
a larger balance written inside. ” 








“This is 
one of IQOOO 














: G) Is it on a sound bais om- | | —_—_—__—_—__= 

| mercially and financially? NYONE who hao Fs to sate. Sie same list of addresses five or 
, = more times should have an“ ~ ae 

(4) What facilities has the plant sh diskeneaicetaatnee 


as to 
; (a) Railroad? 
(b) Shipping? 
(c) Power? 
(d) Water? 
(e) Light and Heat? 
(f) Close to raw material sup- 
ply? 

(5) What is company’s reputation 
as to credit standing and busi- 
ness dealings? 

(6) What is total 

(a) Capitalization? 
(b) Outstanding? 
(c) Common stock? 
(d) Preferred Stock? 

(7) Do current earnings justify 
above capitalization? 

(8) Amount of bonded indebted- 
ness? 

(9) Kind of bonded indebtedness? 
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ease, accuracy, and saving all around. On herregular typewriter, your 
stenographerstencils each address into an Elliott Address Card. When run 
through the “Addresserpress” these cards automatically transfer their ad- 
dresses onto your circulars, statements, shipping tags, pay forms, etc..— 
60 per minute. They also eliminate duplication of work by serving in place 
of all other index cards or reference lists. The whole thing is no more 
bother than it takes to tell! Send for our Booklet ‘*Addresserpressing.” 


THE ELLIOTT COMPANY, 142 Albany St., Cambridge, Mass. 
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HIT] “2°88” THE ELLIOTT CO. 








of CAMBRIDGE, MASS. 
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(10) Nature of Sinking fund, (if | HIME) sane Seth MN : 
any)? i : 

| THE COMPANY 
} (1) Is it useful? : Ale 
(2) Is it practical. : : 

(3) Has it a ready market? : : 

(4) Is demand seasonable, steady : 6 ee “Addresserpress” prints in sight—face up—fromabove. |f : 

4 p subject to influence of : Other addressing machines print “blind” —face down — |f : 
(5) Is "3 pon peagingger ne able from below. With the“Addresserpress” you don’thave toturn |f : 
5 pre » : each envelope over to inspect the address when you remove |#iilE 
(6) Is ‘ aell ee it from the machine. This is a very important advantage and iE 
nae — ee yet it is only one of the features which lead to the superior HE 

Pits Pocee A ; : accuracy, extra speed and easier operation of the “Addresser- || IM|E 

ands of a few persons? : press.” | |e 

(8) Does demand exceed supply? : 
(9) Will there be repeat orders? : 
(10) Does its price depend on : 
special conditions? J SPSUSESISSSSSGESSUSESSSUOSESSETOCSSSGESCtIStesecesecsses: peeseet OCSStOSSSGGSSSGeSeeetstseettsss, pecettsssecueusensasestsccess: : 
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Is Not An Element 


Luck 


In the Selection of 





Attractive Securities 





F. W. SHIDELER & COMPANY 


HE old hit and miss method of 

selecting mediums through which 
to invest surplus funds is a thing of 
the past. 


There are just two kinds of securities 
—good and bad. It is a difficult 
matter for the layman to determine 
from the great variety of offerings 
presented to him those which are 
speculative and those which are 
reliable. 


Shideler Service takes the speculative 
feature out of securities sponsored by 
F. W. Shideler & Company. We 
offer to our clients only the securities 
of concerns that have been investi- 
gated by our engineer, accountingand 
legal departments, and whose future 
success is assured. 


Booklets on financial subjects will-be 
mailed on request. 


115 NORTH PENNSYLVANIA ST., 
INDIANAPOLIS, INDIANA 











RM SAVE 75% 


~ 


Ordinary writing ink comtains 98°, water and 2% ink 
solids. Don't buy water—Buy 














Absolute Time Records 


HALCO INK POWDER 


—actual ink solids that dissolve instantly in water, 
making a free-flowing, non-fading, non-corrosive ink that 
will give entire satisfaction. 

Halco Inks will save you money. 

Send for free samples and prices. 


SHALLCROSS COMPANY 


1448 Grays Ferry Road Philadelphia, Pa. 
3 i. = 














. ** PHONE”? without being overheard 


Wonderful sanitary whispering telephone 
mouthpiece enables you to talk freely without 
being overheard. Hold secret conversation. 
Every advantage of a booth telephone. Made 
ofglass, quickly cleaned and washed. Instantly 
adjusted. Money back if not more than 
pleased. Sent postpaid for $1.00. 





573 W. Washington Street 


ADVERTISING SECTION 


THE COLYTT LABORATORIES — Dept. “E” | 
CHICAGO, ILL. | 








Know to the minute when work is started 
and finished; when orders are received 
and delivered; when letters are received 
and answered. 

Kastens Time Stamps cost little, are 
built for long service, and work quickly, 
smoothly and accurately. 


Send for catalogue showing 
various styles with prices. 











and 2000 half - Letterheads 
3000 total 


Letterheads 


1000 large Letterheads 
Beautifully 


. 1500 large & 1000 1-2 Ltrhds . $13.75 
Lithographed i 4000 1-2 size Letterheads . . $13.75 


5000 large Letterheads . . . . $23.75 


CUSTOMERS FROM Lithographea on Good Bond 
MAINE TO CALIFORNIA Paper. Write for Samples. 


KAY-DEE LITHOGRAPHING CO., 750 Teutonia Ave. Milwaukee, Wis. 
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THE BURROUGHS 


THE MANAGEMENT 


(1) Are active officers and man- 
agers experienced, successful, 
reliable men? 

(2) What were their previous con- 


nections? 
EARNINGS 
(1) Is there a published balance 
sheet? 


(2) Does it publish a statement 
covering a number of years? 

(3) What is the ratio of net quick 
assets to net quick liabili- 
ties? 

(4) Has the surplus or undivided 
profit fund shown a steady 
increase? 

(5) Have earnings increased? 

(6) How many times over has 
bond interest and dividend 
requirements been earned? 

(7) Is the balance sheet and earn- 
ing statement simply and 
clearly arranged? 

DIVIDENDS 

(1) When was 
lished? 

(2) When was first dividend paid? 

(3) Have dividends been paid 
regularly? 

(4) Any distribution of stock divi- 
dends? 

(5) If Preferred Stock Dividends 
have been paid regularly are 
the earnings sufficient to 
allow dividends on common 
stock ? 

SUMMARY 

Can you afford to take increased 
income at the expense of too great 
risk of your principal? 

HE Bank of Pueblo, Colorado, has 

a good idea in connection with 

bankers’ conventions. It recently ran 

in a banking publication an advertise- 
ment reading as follows: 

“Have you as a banker ever desired 
to cash a small check where you were 
not known, but refrained from asking 
this favor because of your knowledge 
of the other man’s feelings? 

‘For this reason we will hand you 
at the convention, a signature card to 
be filled out with your signature and 
bank. This card will be placed in 
our file and if at any time you are in 
Pueblo and wish to cash a check we 
will be in position to accommodate 
you without question. 

“Failure to do this may inconven- 
ience you at some future time—so we 
urge that you take advantage of this 
offer for your own benefit.” 


company estab- 


N the past month I have received 

some unusually fine specimens of 
bank advertising booklets. Among 
them were the following: 
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CLEARING HOUSE Thirty-seven 





) ‘A Quarter of a Century of Banking 
Service’ —the Cleveland Trust Com- 
pany. This is very pleasing as a 
sample of the book-maker’s art and is 
very valuable in the material it con- 
tains, consisting of brief articles by 
oflicers and directors of the company 
inctuding F. H. Goff, president of the 
institution, who writes a brief history 
of the company. Other topics taken 
by other writers are, “Pioneering,” 
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UNITED STATES DEPOSITORY 


Unton NATIONAL BANK OF SCRANTON 


CAPITAL $500.000.00 


ST ‘\comsnosunmemenoes SCRANTON, PA. 
September 20, 1920. 


es 


The Union Savings Systems Company 
Lanc 


3 ae ; aster, Pennsylvania. 
' “Branch Banking,” “Directors who 
- een T Ja Gentlemen: 
direct, No loans to officers or ‘ 
. ee ° 2 ~ . oduced ean uae ee ee ene ae 
| directors, Continuous daily audit Bank since April 1, 1919, and we are pleased to 
phe o wr . express our appreciation of its value as a time- 
and joint control, Commercial saver and systematizer of ‘ote Records. 
Banking,’ “Relation to Industries,’ It fully neets with our expectations and 


the representations made by your company. 

“Living Trusts,” “The Spirit of the 
Organization” and other topics. 
“The Doorway’ —National Park 
| Bank, New York. 

This is really a service booklet. It 
; is unique, especially in its illustrations 
| which are in color and _ represent 
different departments, not by modern 
i pictures but by reproductions of imag- 
inary scenes in the commercial life 
) of Greece and Rome. It is a book 
{ well worth sending for and preserving. 
“Compedium of our Advertise- 
7 ments’ —Union & Planters Bank & Q ‘ 
Teat Comey, Meche. 34. ©. The Union National Bank 
. O'Callaghan, assistant to the vice- ° 
u | president, says that they were prompt- of Scranton, Pennsylvania 
» a ed to compile this large book of ad- Endorses the 
— on vertisements by requests from quite a 
number of institutions in the country ONE O PERA TION 
for specimens of their advertising. 

The bank has quite a supply of 


te these booklets on hand for distribution N OTE REGI STER 


The records made by this method are 
accurate and legible and those of the direct and 
indirect liability, when in file, give a more 
convenient liability record than the former book 
records. 


We have no hesitancy in recommending 
your System for either large or small Banks. 


id 


Very truly yours, . 
MW VY Leek 


Cashier. 
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to bankers throughout the country 
who may be interested in receiving a HIS Bank has used the One Operation Note Register since April 
S copy of it. 1, 1919, and freely expresses appreciation of its value as a time- 

h "A Geeutes of Distinction in the saver and systematizer of Note Recording. So fully does it meet with 
‘ eat ill ies Wishaiin’ PT ienated a. on — payed pe ae no hesitancy in recommending it to 
ry Guaranty Trust Company, NewYork. RE UTS PRY See Seer. 

A finely illustrated service booklet This tribute from the Union National is an examp!e of the satisfaction 
. showing the distinctive and unusual expressed by banks and bankers from all parts of the country who are 
. facilities of the Madison avenue office using the ‘One Operation Note Register” and find it a vital factor in 
6 of the Guaranty Trust Company. accurate work—done economically. 

“| The Fifth avenue office of the same The One Operation Note Register will record all your 
g company has also gotten out a handy notes and loans in two-fifths of the time now con- 
little booklet entitled ‘Greater Service sumed—do it with perfect accuracy—and cut the 
: for Uptown Business.” cost of doing business. 
8 r - . 
n | ib our Life Insurance Money’ — Every banker should investigate what this system has to offer for his 
n Equitable Trust Company of New bank. Our booklet, which explains the system in detail, will be sent 
oa York. A booklet pointing out how on request to bank officials or executives for the asking. It fully ex- 
* life insurance money may be safe- plains every phase of the work, shows how it is done—how one type- 
guarded by creating a trust fund. written operation furnishes the Permanent Record, the Notice, the 
; This booklet is put out by the Madi- Tickler and the Makers and Endorsers Liability Records. 
son avenue office of the Equitable 7” 
7 Tie Company he ak Write for the Booklet Today 

‘ Collection of advertisements of the , ” 

Harriman National Bank, New York. THE UNION SAVINGS SYSTEMS CO. 
-d A grouping of some of the best of the “*Good Things for Banks’’ Lancaster, Pennsylvania 
ol : essay advertisements used by this Canadian Distributors: Business Systems, Ltd., Toronto, Ontario 
wg | institution in the New York news- 








papers. | 
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ADVERTISING 


Thirty-eight 


THE BURROUGHS 


A Big Lesson from a Small Bank 


Si: years ago—in September, 1914—the Bank of Westbury, Westbury, Long Island, 


laid its foundation for expansion. 


Today, deposits show an increase of 50 per cent, and that same foundation is 
carrying the burden of the extra work involved, while the increase in overhead expense 


has been surprisingly low. 


The reason forthis achievement is system, made possible by the use of one Burroughs Bank 
Bookkeeping Machine on practically every figure job. In this respect, this small banking 
institution offers to others, both large and small, a big lesson in good banking practice. 


Customers’ Ledgers and Statements 


HE Bank of Westbury has on its 

books only 600 accounts, 200 of which 
are active. But accuracy is just as essen- 
tial here as in larger banks. 

“We never have any re-checking to 
do now,” says Cashier R. W. McCord, 
‘fand the old difficulty of proving our in- 
dividual ledger with our general ledger has 
been entirely eliminated. Our accounts 
and statements are always up to date 
and the Burroughs method is so accurate 
that it is only necessary for us to strike 
a trial balance once a week.” 


Teller’s Proof 

ie the teller’s cage, accuracy is again 

the predominant factor. To know that 
all the additions are correct the first time, 
without re-checking or re-adding, puts 
speed in the work and eliminates the 
tedious brain-fag experienced when adding 
mentally. In the Bank of Westbury, the 
teller’s proof is a daily job for the same 
Burroughs Machine that posts to the 
Customers’ Ledgers and Statements. “It 
pays to use the Burroughs on every 
figuring job,” says Mr. McCord. 


Bookkeeper’s Check and 
Deposit Journal 


6 ive third job for this one Burroughs 
Machine is writing and prov ing the 
check and deposit journal. This is com- 
menced after the day’s posting, and the 
total which the Burroughs supplies im- 
mediately after all listing is completed 
must agree with the total of the teller’s 
proof sheets. “Here, again, first time 
accuracy has given us speed and taken 
away the weariness that travels hand in 
hand with pen and ink,” says the cashier. 
“Furthermore, the appearance of our 
records has been greatly improved.” 


Transit Letters 
RANSIT work in a small bank does 


not reach great proportions, but, 
whether the job is small or large, the 
Burroughs Bookkeeping Machine will do 
it the easier way. “In checking incoming 
transit letters, and writing our own transit 
letters in duplicate,” says Mr. McCord, 
“the Burroughs gives the same neatness 
and accuracy that characterizes our other 
work.” 


It is necessary for the Bank of Westbury to have only one machine for these four funda- 
mental jobs. And these four jobs are typical ones in every bank. Your bank, of course, 
may be larger, or perhaps smaller than the Bank of Westbury, but regardless of your 
size, one fact remains—some one or more of the various types of Burroughs Adding, 
Bookkeeping and Calculating Machines will handle your work the best and cheapest way. 

The Burroughs man who visits you from time to time will be glad to study your prop- 
osition with you in detail. If you desire him to call immediately, get in touch with the 
nearest of the 242 Burroughs offices located in the principal centers of the United States 


and Canada. 
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Your telephone book or directory will give you the address. 
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STATEMENT OF ACCOUNT 
Ls 


BANK OF WESTBURY 


I. 


WESTBURY. NASSAU CO. NY 


lL = s 
Statement of your Account rom February 25,1970 
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samples of what is being accomplished 
You may not havea sufficient number of 
letters to write, and the bookkeeper must 
run off a check and deposit journal to 


check against the teller’s proof. 
machine may handle all this work for 


you wit 


different jobs in any bank. Here are 


A Burroughs Bank Bookkeeping Machine 
is equipped to handle a great number of 


with one machine in the B 
throughout an entire day 


bury, Westbury, L. I. 
Bank of Westbury 
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- pring Coin changer 

The Lightning 


AGO.U.S.4- 
* 3° 2S 





T 


The Lightning Change Maker is an im- 
pressive factor in modern bank equipment. 
It is automatic, accurate and infinitely faster 


than any other method of paying coin. large and small, everywhere in the United ) 
eS These features facilitate rapid, efficient ser-° States, knowing these facts, use the Light- 
vice to depositors at the point of most fre- ning and would not be withoutit. The full 
quent contact, the tellers’ windows. It story of the Lightning —of its time-saving, o 
‘Ss> pays for itself in the saving of time to the _ profit-producing and prestige-adding advan- 
bank and its employees. tages— is yours for the asking. 
‘ 
; LIGHTNING COIN CHANGER COMPANY 
Dept. AL. 4401-4409 Ravenswood Avenue, Chicago, U. S. A. 
— 


HE character and success of the modern bank are ex- 
pressed not only in its physical appearance but also in 
the facilities it employs the better to serve its depositors. 















The size is 
QMx12x15 Min. 
Weight 20 Ibs. 


Guaranteed for 
ten years. 





The Guaranty Trust Company of New 
York, the Continental and Commercial 
National Bank of Chicago, and other banks, 
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PRODUCED IN THE BURROUGHS PRINT SHOP 
FORM 4070 50M-12-20-ADV (a8777 
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Corn Exchange National Bank 
uses L. B. safe deposit records — 


The Corn Exchange National Bank of Philadelphia is one of the 
most progressive banks in this country. It is always keen to adopt 
better methods. 


—and better methods became necessary when the various 
Liberty Loans put bonds in the hands of people who had never 
owned bonds before. Every banker is familiar with the greatly 
increased demand for safe deposit boxes in the last six years. 


‘‘How to handle this increased business’’ was indeed a prob- 
lem. The Corn Exchange National Bank was one of the hundreds 
of banks that solved it by adopting L. B. safe deposit records. 


The six card forms shown above are carried in stock and sold in 
packages of 100 cards. 


Samples of all of these cards will be mailed to you free on request. 






wureau 


Filing Cabinets 


Librais c 


Card and filing 


systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
ca Yetroit, 68 Washi 4 R 
Albany, 51 State street ag ig = ee See Portland, Me., 665 Masonic bldg. F. W ean 
Atlanta, 102 N. Pryor street Hartford, 78 Pearl street Providence, 79 Westminster street “gan Francisco, 539 Market street 
ee 14 Light street Houston, 1116 Texas ave. Richmond, 1223-24 Mutual bldg. Seattle, 108 Cherry street 
irmingham, Vault Floor, Jefferson Indianapolis, 212 Merchants Bank bldg. St- Louis, 805-815 Arcade bldg. Oakland, 305 Thirteenth street 
County Bank bldg. Kansas City, 215 Ozark bldg. St. Paul, 131 Endicott arcade McKee & Wentworth, 
Bridgeport, 989 Main street Louisville, Ky., 508 Republic bldg.  Seranton, 408 Connell bldg. Los Angeles, 440 Pacific Electric 
Buffalo, 120-122 Pearl street Milwaukee, 620 Caswell block Springfield, Mass., Whitney bldg. bldg 
Cleveland, 243 Superior arcade Minneapolis, 428 Second avenue, South Syracuse, 401-407 Gurney bldg. Parker Bros 
Columbus, 20 South Third street New Orleans, 512 Camp street ‘ Toledo, 620 Spitzer bldg. Dallas, 109 Field street 
Denver, 450-456 Gas and Electric bldg. Newark, N. J.. 31 Clinton street Washington, 743 15th street, N. W. © @G Adams 
Des Moines, 2¢3 Hubbell bidg. Pittsburgh, 637-639 Oliver bldg. Worcester, 527 State Mutual bldg. “os Angeles, 440 Pacific Electric 





FOREIGN OFFICES—London Manchester Birmingham Cardiff Paris 

















$2,000 or $20,000,000 


HAT does it mean to your note de- 

partment to be able to reduce four 
or more operations into one? To have all 
the information about a note on each re- 
cord; all uniform, neat and accurate. 


That’s just what the Baker-Vawter tripli- 
cate loan system does for you. In one 
operation you can complete the discount 
register, maturity record, and record the 
maker’s as well as the endorser’s liability. 
This whether your loans total $2,000 or 


$20,000,000. 


There areother advantages to this system, 
they are all of the character that have 
made Baker-Vawter the leader in the 
development of systems for the modern 
banker. Write us, our experience is at 
your service. 


BaKer-VawTer ComMPANy 


Originators and Manufacturers Loose Leaf and Steel Filing Equipment 


Offices in 52 Cities. 
Manufacturing plants at 
Benton Harbor, Mich. 
San Francisco, Calif. 
Holyoke Mass. 
Kansas City, Mo. 


Canadian Distributors: 


Copeland-Chatterson, Ltd. 
Brampton, Ontario 





$363.09 


— 
First National Bank 
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